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The BEAVER Model-A 
Solid-Ring Type Diehead 












BEAVER dieheads are of the solid-ring type. They have no lower hinge to get fouled 
with turnings from the threading dies. The four die segments are adjusted simultaneously 
as a complete unit—not individually by set serews. This insures uniform adjustment 
and equal cutting by all segments. No tools are necessary. 

Each set of BEAVER dies threads two sizes of pipe. Adjustment from one size to the 


other is made instantly--a matter of five seconds—almost as easy as turning from one 
station to another on your radio! 





Bolt dies from ‘4 to 2-inch may be used in any 
BEAVER fully-adjustable opening diehead. A_ special 
diehead is not necessary. 

it is an easy matter to remove dies in a BEAVER die- 
head. Loosen wing nut, bring the lines marked “Remove 
Dies” together, and the dies can then be withdrawn as 
shown in the illustration. Dies can be changed in 30 
seconds or less. No tools are required. 


BEAVER PIPE IQDLS 


238 MILLS AVE. Quality Tools—Since 1900 WARREN, OHIO 
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Cll Gon ot Gaon Body 
GATE, GLOBE AND ANGLE 
VALVES IN ALL TYPES AND SIZES 


For years the standard of the engineers! Powell iron body valves are 
made in a wide range of types, sizes and pressures. Our scientific testing 
of raw products insures best of materials with rugged construction and 
steady performance. You can rely on Powell for your next valve installation. 





GATE VALVE 





FIG, 1460 FIG. 190 
MASTER PILOT GATE VALVE IRENEW GLOBE VALVE 


POWELL VALVES 


Soeomm. Peowett CU. CINCINNATI. OH10 
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@ Mill supply houses handling Link- 
Belt products always have the right 
answer when it comes to power trans- 
mission equipment. 

It is your opportunity also to put 
more power transmission equipment 
customers on your books. 

Let the Link-Belt line help you—it 
is complete, modern, dependable—it 
has received wide acceptance from in- 
dustry—you can make good money and 
friends with it month in and month out. 

Write for illustrated catalog. - 


LINK-BELT COMPANY 
2410 W. 18th Street CHICAGO 


Offices in Principal Cities 
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TRANSMISSION 










LINK-BELT 


POWER TRANSMISSION 
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DRIVES 








AND ASSURES GREATER SALES OPPORTUNITY 
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DURABLE 
Mar 
BOXES _ 


1. A Packaging Improvement. . . sure to 
fob cos Molate Matel(oMisl-Mohit-talile)iMe) mt -32-18 MLilel a) 


who buys or uses Hack Saw Blades. 


2. Advantages willbe Readily Recognized 
... and welcomed by your customers— 
@ Metal-Box Protection ...no more lost or 
damaged blades due to broken card- 
board containers. : 
@ Double-hinged, double grip-lock lids... 
giving easy access to blades. 
@ Instructions always handy... plainly 
printed on bottoms and ‘ids. 
@ General Utility Value..*make handy 
containers for odds and ends after blades 


are used. 


3. Better Merchandiseto Handle... nomore 
igelaTti-adlile MRO) MEE} (ol, Mm ol-(olelt11-Mo) Ml ol (ole; 
becoming mixed as a result of.broken-end 


dolge| ololeiae Maen: alee 


4. Stack Like New Money... pile evenly on 


>» 


~. your shelves in straight, attractive. rows. 


a EARS 
er \ ~< WO 


5. Occupy Less Shelf Space... metal boxes 
require 20°c less space on stock shelves 


relamlMclach 21s MiilcliM ei ael slololgeMaeliioliliae 


6. Easily Kept Clean... dampness, dirt, and 
grease cannot affect the permanent, full 


color, litho-coated finish of these modern 





metal boxes. 


A REAL SALES BOOSTER..and another achieve- 


ment for the well-known “Moly” and Tungsten 


VICTOR HACK SAW BLADES 


VICTOR SAW WORKS, INC. MIDDLETOWN, N. Y. 





ALY dst Pe) 
ASTOUNDED OUR ENGINEERS / 


@ So surprising were the strengths revealed 

in careful tests of Williams’ “Superior” 

Wrenches, that our engineers at first ques- 

tioned their own findings. Such perform- 

ance, as indicated by these tests, had never been associated pre- 
viously with Carbon Steel wrenches. But developments in 
metallurgy, coupled with advances in manufacturing methods, 
have enabled Williams’ engineers to produce an Improved 
Carbon Steel Wrench approximately twice as strong as old- 
fashioned wrenches of this type. 


Drop-forged from improved quality carbon steel and specially 
yrocessed to Williams’ exacting specifications, “Superior” 
W renches average 93% as strong as Alloy Steel Wrenches of 
similar size. They are actually stronger than the Double Head 
Engineers’ Pattern alloy wrenches which are of popular thin 
design. They cost considerably less! They provide a better hand 
grip than the usual thin alloy wrench... they insure greater and 
safer bearing on the nut. Make your next wrenches Williams’ 
“Superiors” ... available in 50 patterns, over 1000 sizes. 


J. iH. WILLIAMS & CO. 


42 Spring Street, New York 


Headquarters for: Drop-Forged Wrenches (Carbon and Alloy), Detachable Socket Wrenches, 
Reversible Ratchet Wrenches, “C” Clamps, Lathe Dogs, Tool Holders, Eye Bolts, Hoist Hooks, 


Thumb Nuts and Screws, Chain Pipe Tongs, Vises, etc. 1-479 


“SUPERIOR” 


—_ 
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PATENTED 


The Belt 
with Equalized Ply Stresses 


Installed in August, 1934, this Condor Compensated Belt 
is still operating on a Cone Dryer Drive on the main 
line in a large New England paper mill. Belt is 10’, 7 ply. 


NDUSTRY demands performance . . . that accounts for 

. the demand for Condor Compensated Belts. Men in charge 
of production in many leading mills—textile, paper, steel, 
lumber and many others—know from experience the efficiency 
and economy that results when Condor Compensated is on the 
drives. They know they can depend on Condor Compensated 
to transmit constantly uniform power that keeps operating 
and maintenance costs and troubles consistently low. 


Condor Compensated Belt is designed and constructed to equalize stresses 
and fatigue developed at the arc of contact—where the destructive work is 
done—and has a special pulley surface for low tension operation. 12 distinct 
advantages* result from this exclusive Manhattan construction. 


Like many other leading jobbers, you, too, can meet industry’s demand 
for efficient and economical performance by stocking—and selling — 
Condor Compensated Belts. In fact, you will find all Condor and Manhattan 
Products build repeat-orders and repeat-profits from satisfied customers. 
Ask for details of the Manhattan Franchise. 


*12 ADVANTAGES 





1. Rupture in outside ply eliminated. 7. Operation less affected by atmospheric 
2. Freedom from ply separation. conditions. 
Also available in Type F where rubber 3. Longer fastener life. 8. Higher overload capacity or margin of safety. 
friction pulley surface is desired, and 4. Can be operated on smaller pulleys. 9. Less wear on pulley side. 
Type B where some slip is necessary. 5. Less bearing, shafting and hanger troubles. 10. Can be dressed without injury to belt, 
6 


. For heavy loads, plies may be increased 11. High production efficiency. 
with same pulleys. 12. Material reduction in belting costs. 






THE MANHATTAN RUBBER MFG. DIVISION 


OF RAYBESTOS-MANHATTAN, INC, 
EXECUTIVE OFFICES AND FACTORIES, 38 TOWNSEND ST. 
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IS illustration tells the inside story of Duro-Brace 
Texsteel Sheaves. 
Lightness (in order to reduce bearing pressures to 
a minimum) is highly desirable in a sheave, but none 
of its strength may be sacrificed to this end. 
Allis-Chalmers engineers set about this seemingly 
contradictory problem and solved it by designing an 
interior grid-type of construction, which gives the 
strength and rigidity of cast iron with the lightness of 
pressed steel, and a smartness in appearance that 
adds distinction to any machines equipped with them. 


In this design the outside walls of the sheave are 
also reinforced by convex steel plates, which so 
greatly increase their strength as to eliminate dis- 
tortion even under the severest duty. The result is a 
light, true-running, vibrationless drive always. 

Duro-Brace Texrope Drives are silent, 98.9% effi- 
cient, slipless, shock-absorbing, require nobeltdressing 
or lubrication, and are not affected by dirt or moisture. 

Write us for Bulletin No. 2188, which sets forth the 
advantages that Duro-Brace Texsteel Drives offer you 
in all matters of power transmission. 


Belts by Goodrich 

















ate 


ALERT MERCHANDISERS EVERYWHERE 
ARE BOOSTING PROFITS WITH 
SENSATIONAL NEW SALES BUILDER 


“The light weight, compact power, and 
distinctive streamlined design of the new 
Thor U44 half-inch electric drill make it 
the most outstanding tool development in 
years,” says Mr. W. S. Simpson of C. T. 
Patterson Co. Inc., well-known and wide- 
awake distributors of New Orleans, Louisi- 
ana. “The U44 has the ruggedness of a 
heavy-duty drill for production, yet its 
ease of handling makes it ideal for main- 
tenance work. We are preparing a vigor- 
ous campaign to introduce this latest Thor 
engineering achievement and expect to 
sweep the market.” 


TOOL MAKERS SINCE 1893 


PORTABLE ELECTRIC TOOLS: 


< . 2 


THE SMALLEST LIGHTEST 
¥" ELECTRIC DRILL BUILT 


HALF the weight in HALF the space... with the 
power of tools TWICE its size ... that’s the new 
Thor U44 half-inch electric drill. Its compact 
power combined with light weight convenience 
ep hA=s- Mim cele a-M-1-) i bbele Mele A debelioler-1-Ml lobe Mob oh mole) 
3d -) Moy b{-ba-To Mob t-jigtel i loa ME slolel ¢-le Boh miel-Meta-tol(-1-11 
advertising program in Thor’s history, it is cer- 
ob beMl CoMotoh olibta- Miele) lele(-1-1m-)(-leltslometall Merlot a ¢-18 
Cova Belo bobeleleMotallt-Roba-B-to) lo RielobeMeob th meld el-) a6 4- 
rob ele MEd ol- MOL C Pub ol-lololbt-1- MB Lab eel-1-}(-Mmeob oMelonbt(-MBel-1-T0l 
for lighter, smaller tools, will enable Thor Dis- 
bab olb hie) aM om slob elem lt oB el-hu a a-lole) co l-B lo) a-to0 (em oa Cobo] 
now to get your share of this increased business. 
Ask us about the sales possibilities in your ter- 
ritory. 


INDEPENDENT PNEUMATIC TOOL CO. 
600 WEST JACKSON BLVD., CHICAGO, ILL. 


New York Philadelphia Detroit St. Louls Los Angeles 
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great gums? 


Selling Ammunition for 
the Mill Supply Salesman 


| 


Heavy Duty Machines Lubricated 
In One-fourth Former Time! 


Facts! That’s what manufacturers 
want! And when you can give them 
such facts as those furnished by the 
Wallingford Steel Co., in the story on 
the opposite page, you’re talking right 
down their alley! 

Show any hard-headed business man 
the equipment that will do four hours’ 
work in one hour, and you are on the 
way to a sale. That’s what the Alemite 
“Rock Crusher” Power Gun is doing 
for Wallingford Steel, in the picture 
above and the larger one in the big 
advertisement. They are two views of 
the same machine, and they’ll sell 
Alemite Equipment for you! 


a 


Extra! Alemite Gun Cuts Costs 
in Big Newspaper Plant 


Wherever there’s a printing plant, 
there’s a chance to show money-saving 
performance with Alemite Guns. 
Here’s how the Hartford, Conn., Times 
is making a once-a-month Alemiting 
take the place of once-a-week oiling on 
linotype machines. No more deterio- 
ration of belts through oil-soaking. 








Modern Assembly Lines Demand 
Speed — Get It With 
“Rock Crusher” 


Most modern factories have assem- 
bly lines—and most assembly lines 
have lubrication problems. Here’s how 
Skilsaw, Inc., of Chicago is using an 


Doing the Job 5 Times Faster! 


Alemite Power Gun (Model 6515) to 
speed gear case lubrication on the 
assembly line. Each shot delivers a 
metered quantity. No guesswork. The 
job is done right—and done fast! 

How many assembly lines in your 
territory could profit by this kind of 
saving? 


New 6700 Gun Fits Any Lubricant Drum — Delivers 





Find a Foundry and You’ve 
Found a Good Customer 


There are foundries of one kind or 
another in every industrial community, 
and every foundry has lubrication 
problems which are best solved by 
Alemite Guns. Here’s an operator, for 
instance, using an Alemite Hydraulic 
Gun (Model 5586) to lubricate one of 
a battery of 6 Whiting Tumbling Bar- 
rels in the Bunting Brass & Bronze 
Co. Foundry. 

The plant superintendent says, “We 
find the Alemite Barrel-to-Bearing 
System an active means of reducing 
operating and maintenance costs.” 

Conveyors, grinders, mould cars, 
furnaces —these are other foundry 
machines which can be lubricated more 
economically with Alemite equipment. 








Big Volume 


of Lubricant Under High Pressure 


In the words of one salesman, “there 
is a crying need for a gun that will 
really pump a volume of lubricant,” 
and this is the gun to meet that need! 


Approximate Lubricant It’s the new Alemite Barrel Pump, 


Delivery per Minute 


Under 100 Lbs. 
Air Pressure 


8:1 14 
15:1 
20:1 
30:1 6 
40:1 


Ibs. 
Ibs. 
6, Ibs. 
Ibs. 
5, Ibs. 


odel 6700, and it moves a tremendous 
quantity of lubricant in a short time 
under high pressure! 

This 6700 Barrel Pump is made in 
five piston ratios—40:1, 30:1, 20:1, 
and on special order, 15:1 and 8:1. For 
example, the 30:1 piston delivers 
approximately 6 lbs. of lubricant pe 
minute at 100 lbs. air pressure. It will 
operate satisfactorily with air pres- 
sure as low as 75 lbs. 

Remember: This new Alemite Bar- 
rel Pump makes a high pressure gun 
out of any 400-lb. lubricant drum! It’s 
a gun that will be welcomed by main- 
tenance men, particularly in heavy in- 
dustries and on assembly lines. 





ALEMITE —A Division of Stewart-Warner Corporation, 1886 Diversey Parkway, Chicago, Illinois 
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any. Capacit 
andles beavy lubri- 
cant, delivering 9 oz. 


; handle serves 


as bose rack. Patente 
feature assures positive 
prime and prevents 
air pockets. (om. 
plete with 

10-ft. bose, 

control 

valve. 
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Another Republic advertisement has done 
its job. Another Republic pipe jobber will 
receive an order which may result in a 
steady customer and orders for other 
products he stocks. 

Republic, not content with the manu- 
facture of pipe and other steel products as 
fine as any available today, helps its dis- 
tributors by telling the story of Republic 
products in leading trade publications 
that cover the country. 

Are you taking advantage of this 
double job being done for you by 
Republic? Are you stocking the complete 


line of Republic products — pipe, sheets, 
bolts, nuts, cold drawn steel bars? If not, 
write for complete details. Republic Steel 
Corporation, Cleveland, Ohio. 


When writing Republic Steel Corp. for further information please address Department MS. 
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Mitt SuppLies 


E. J. McOSKER . 
Editors 


JOHN J. WELCH 


Think Now of Planned Selling 








**How’s BUSINEss ?”’ 

For years past we’ve asked that question, 
almost as routine, in our calls upon dis- 
tributors. 

And so we asked it again as we made our 
first stop in a tour of supply houses of one 
of the country’s most important industrial 
centers just recently. 

The distributor may have answered our 
question. We don’t know. If he did, his 
observation was completely lost upon us 
because of our interest in the problems that 
were uppermost in his mind. 

First, he wanted a little more sales cooper- 
ation from one of his manufacturers. Given 
that, he was sure he could double his sales on 
the line in 1938. And he didn’t do badly in 
1937—not at all. He turned over his stock 
ten times last year on this line—a line which 
requires salesmanship but returns good 
profits. 

Secondly, he was definitely anxious to 
secure the franchise on another line, with 
which, he felt confident, he could do a whale 
of a business. He saw opportunities for 
marketing it in hundreds of spots. 

His attitude served to emphasize to us the 
fact that slack times are not entirely to the 
distributor’s disadvantage—if he will seize 
the opportunity to ‘‘set his house in order’’. 

When things are booming, it becomes diffi- 
cult for a distributor to follow a program of 
‘planned selling’? where a definite start has 
not already been made. Then it becomes a 
problem of supplying the demands of cus- 
tomers—keeping stocks up, filling orders, 
making deliveries. 

But when production is down a bit, when 


purchasing agents and plant officials have 
more time to consider new ideas for plant 
efficiency and cost savings, then the dis- 
tributor and his staff are in a spot for sales- 
manship of the highest order. 

The executive now has a good opportunity 
to analyze his lines and plan a campaign for 
better business on the more profitable ones. 
He has the chance to consider new items that 
may be teamed with those his house is already 
selling. He has time to analyze his individual 
customers—the things that are not being sold 
them but should be. He can plan and direct 
a program of selling the service his house 
renders—in a way so that it won’t be for- 
gotten! 

The salesman has the opportunity to bet- 
ter educate himself on his leading lines. He 
is in a position to plug up the weak spots 
contact plants he isn’t selling at all, empha- 
size lines his house carries but which he 
hasn’t sold to certain customers, reach men 
he may not be able to see in rush periods. 
In some cases, he may simply be building 
for the future so that when orders start pour- 
ing through, they will be better, more profit- 
able orders. BUT he is also going to pick 
up a lot of immediate business along the 
way. 

We’re none of us happy over business re- 
cessions. We’re all hopeful that the present 
one is on its last legs and that better days 
are just ahead. But while we’re waiting for 
the clouds to pass away and the sun of busi- 
ness to burst forth with all its force, we can 
do a lot to help ourselves by devoting our 
thoughts, our time, our efforts to planned 
selling. 
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THE REPUBLIC 
3-POINT POLICY 


A line of rubber items sufficiently 
complete to permit effectively sup- 
plying the requirements of the 
trade solicited. 


* 


A quality of product uniformly 
good and capable of delivering 
service results that should reason- 
ably be expected. 


x 


A price basis inducing and mak- of 
ing possible aggressive competi- 
tion with reasonable profit return. 


idee 


HAS NEVER 
CHANGED 


Freedom from competition from his 
source of supply, either direct or 
indirect, among the trade covered 
by his day to day solicitations. 


* 


Selling helps of reasonable a- ‘a 
mounts so that his sales force may 
be given the advantage of spe- & 








a Republic's 5-Point Policy of distributor 
protection and cooperation outlines the 
deeply grounded business principles of 
this organization that have never been re- 
vised since their adoption a great many 
years ago. 

Republic has maintained a firm and 
unchanging attitude toward the method of 
merchandising its products. To protect Mill 
Supply Distributors and to cooperate 
whole-heartedly with them has been the 
basis of our undertakings. We have de- 
voted our enormous plant and facilities to 
their service. 

As a result of this policy, Republic is 
able to boast of long and intimate associ- 
ations with the foremost distributors in the 
country. They are a progressive and suc- 
‘, ms cessful group for you to join. 


BN 
s 
4 


cialized training and a knowledge 
of the product sold. 
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REPUBLIC RUBBER 


» « s OF LEE RUBBER AND 
R Division TIRE CORPORATION 


Manufacturers of HOSE yy 
BELTING e PACKING “Ns YOUNGSTOWN, OHIO 


MOLDED PRODUCTS LEADERSHIP IN POLICY; PRODUCT AND PERFORMANCE 
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TALK °™ TRADE 





| NEW YORK NOTES: Don’t blame us if this turns into a typical x Nn \ 
Broadway column . . . Blame the boys who just will succumb to x phy \\; 
the lure of the bright lights .. . For instance Jack Davis, Price M.’s \ \C4 
boy (Shadbolt & Boyd, Milwaukee) who has been visiting suppliers \ 
in the East... And finding it difficult to sandwich in trips to the ay 

top of the Empire State building and other ‘‘musts’’ for the big / 

city visitor ... Also Harry Pulver (Pulver Machinists Supply, Chi- a. 

cago) who recently did his bit toward helping the tottering night Help for Tottering Night Clubs 
clubs weather the Recession. 


ere 


ON GETTING AWAY WITH IT: You ean’t always remain an 
anonymous visitor if you come into New York on Tuesday night 
when the Vox Pop radio show is prowling the streets . . . Reeently , | ce [ 
these boys invaded a midtown Schraft’s restaurant and plunked the a Sy 
‘‘mike’’ down on the table of M. L. Hayes (Hayes File) .. . / ‘ 
“*M. L.’’ talked without a tremor, even though his voice was going a / ES, * 

. coast-to-coast ... And an operative assures us that the ‘‘Mr. Mont- : 
[ gomery of Holyoke’’ who answered questions on the same program a Coast-to-Coast Exposure 
little later was Bob Montgomery, sales-getter of Chase-Cooledge, the 

Holyoke supply house. 


r SICK BAY: Charles Swoboda (v.p., Housh Industrial Supplies, 
Evansville) fought it out with the pneumonia bugs last month ced 

j and won... Was expected back at his desk about Feb’y 1... ate 
D. W. Johnston, industrial products sales chief of A. Sehrader’s = \ } 
Sons yielded up a faulty appendix to a doctor in Newark and is » / 
ll back on the road to health ... An auto accident temporarily = rt 

stopped those prolific sales reports of H. V. Sloman (Somers, Fitler 


Bugs Take the Count 
& Todd, Pittsburgh). 


STAR GAZER: An astronomer of no mean experience is A. R. ine 
> Luechinger, Black & Decker salesman ... Has his own well-equipped 
to observatory at Wantagh, Long Island . .. And working now on a i —~ a \,. SA 
unique photographie star atlas ... Stars are no novelty to Charley SEX A S71 N yc ’ 





Jordan (Chas. Parker Co.) whose background contains plenty of 
is service with such Hollywood firms as Famous-Players Lasky and \Y” 
i. Paramount ... Charley was on the set constantly during the filming - ae 

. of ‘*The Sheik’’ starring Rudolph Valentino . . . Worked under Telling “The Sheik" How 
Adolph Zukor supervising technical phases of production. 


IN PASSING: Our note about the football refereeing activities of har 
Jack Trimble (Hajoca) smoked out the news that Johnny Kline Ke \ gt : 
(Reilly Bros. & Raub, Laneaster, Pa.) is likewise a whistle tooter ... vaca ) | rr) 
Hailing from Franklin-Marshall, Johnny’s only memorable experi- y Pe \ 
ence as a gridiron mediator was the time at Carlisle when he was a oft > . 
told that the stretcher at the side of the field was ‘‘for you, if you DS) ie 

don’t call ’em like the home folks think you oughta.’’ "For You, Mugg 


DON’T BE STARTLED, BUT: Don Rupert (Pittsburgh Gage) has : 
a son 21 years old working in the same organization . . . Don’s L/ 
youthful looks belie this fact .. . His only indication of the mount- . ) 
ing years is an unnoticeable spot, rear-center on his head, where it’s in 
begun to thin out a little . . . Hold on tight for this shocker... . Lf 
Not only is Sam Gibb (Yale & Towne) now wearing glasses, but “+S 

he has picked out the kind with a big, black ribbon attached .. . 
From now on he is The Rev. Sam Gibb in this office, so help us! 


—J. J. W. The Rev. Puts on the Dog 


_ 
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Highlights This Month 


Industrial shows planned by Bel- 

cher & Loomis (Providence, R. I.) on 

February 12-14, and by Barrett Hard- 

>) ware (Joliet, Ill.) February 24-26. 
‘ Aer. (Snyder-Bentley show in Youngs- 


ton, O., was held January 27-28). 
To rush a shipment of Hancock valves from Boston to Ohio so that a $3,000,000 public 


utility plant could be completed before deadline, the resourceful suppliers called on air 
express and made it—under the wire 


Year-end sales conferences by dis- 
tributor and manufacturer sales staffs 
outline aggressive plans for 1938 
(News Section). 


General Motors announces million 
dollar plant for manufacture of 
diesels ranging from 22 to 200 h.p. 


$25,000,000 strip mill with a 
monthly capacity of 60,000 gross tons 
and providing employment for 1,200 
men, is opened by Jones & Laughlin 
Steel Corp., in Pittsburgh. 


ane 
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A total of 218 years’ experience with the company is represented in group snapped at the 
recent sales conference of Toledo Pipe Threading Machine Co. 


“td 


After 31 years away from school R. J. 
Wysor, left, president of Republic Steel, 
again meets T. Walker Lewis (Lewis Supply). 
Both went to V. ¥. |. The occasion was 4 
civic affair recently in Memphis, Tenn. 


Photo courtesy Memphia Press-Scimitar 


Harry Casper (Standard Machinists Supply 
Pittsburgh) gets the first copy of that firm's 
beautiful new catalog from Betty Martin 
secretary 
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HAT DOES the oil industry 

use in the way of supplies, 
equipment and tools handled by mill 
supply distributors? 

How does the distributor who 
does not go in for oil field special- 
ties fit into the sales picture? 

What peculiar conditions, if any, 
govern the sale of goods to the oil 
fields and other branches of the oil 
industry? 

These questions were uppermost 
in your reporter’s mind when, on 
a recent trip to the Pacific Coast, 
he arrived in the Southern Cali- 
fornia district, where oil drilling, 
production and refining are thriv- 
ing and important industries. 

Perhaps we can best get into our 
subject by considering the experi- 
ence of one company, long a factor 
in the mill supply distributing and 
steel warehousing business in Cali- 
fornia, which has won a reputation 
for the service it renders the oil 
industry. 

In its mill supply sales activity, 
this house had naturally penetrated 
the oil industry, selling its regular 
line of goods, which included valves 
and fittings, a great tonnage of line 
pipe, steel tubes for the refineries 
and boiler tubes. 

Eventually, however, company 
officials decided to develop the sale 








VWake you bed 


write OLL MANS 


by 
EDWARD J. McOSKER 


EDITOR 


There's nothing soft about the job of selling him . . . but 
night-and-day work pays in the big, blue chips. The oil 
industry—drilling and production, refineries, pipe lines, 
machine shops—and the oil tool manufacturers provide 
an enormous market for general industrial supplies as well 


as for special equipment 
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Bull plugs, nipples, pipe fittings and valves in Union Oil Com- 


pany's Santa Fe Springs salvage department. 
cable in background 


Note wire rope 


of oil country tubular goods (including tubing and casing 
for use in drilled holes) and created a special department 
for that purpose under a man especially chosen because of 
his extensive experience in selling the oil fields. 

“Why a separate department for selling oil country 
tubular goods?” this man was asked. “Aren’t your gen- 
eral line salesmen contacting the oil industry regularly?” 
Our friend had the answer to that. 

“Of course, we have always sold various divisions of 
the oil industry through our regular line salesmen,” he 
replied. “Our general staff men contact the purchasing 
departments and the shop superintendents. The machine 
shops, as you would naturally expect, use practically 
everything in the way of industrial supplies, equipment 
and tools that any machine shop would require. In selling 
pipe and: pipe tools the general salesmen contact the 
superintendent of pipe lines. In addition to our regular 
supply lines they sell steel tubing to the refineries, as 
well as to the line people—and they move large quantities 
of valves and fittings to the refineries and the wells them- 
selves for drilling and production work. Tanks and boiler 
tubes are other items they sell in volume to the industry. 
And they don’t miss the oil tool manufacturing industry, 
which is a great market for general industrial supplies. 

“Our general staff men also keep in close touch with 
the oil company engineering departments, which are 
more and more getting into all phases of the oil industry. 
Likewise, the geophysical division, which is steadily 
becoming more important. This is the division, operating 
under the exploitation department, which tests for water 


Union Oil's Santa Fe machine shop and salvage department. What 
supplies do you find besides welding equipment, a wheelbarrow, ladder, 
vise, hammer, grinder, hand truck, valves, brooms, hoists, motors, belt- 
ing, shafting, pulleys, v-belt sheaves? 











and oil, and so forth, and is eliminating a great deal of 
expensive ‘wild catting’. 

“However, when it comes to selling oi] country tubular 
goods, we meet an entirely different set of circumstances. 
In 98 per cent of the cases, the man at the head of an oil 
field—the general field superintendent—is the last word 
on the kind of tubing and casing that is to be used. Field 
engineers, production managers, purchasing departments, 
sometimes officials in San Francisco—all must be con- 
tacted in the sale of these specialties. But even the big 
boss himself will not risk the displeasure of the field 
superintendent by buying tubing or casing for use in the 
hole which has not received the latter’s approval. The 
field superintendent is responsible for the successful 
operation of the well, and his associates will not hamper 
him by forcing equipment on him against his will. 

“Therefore, the man who is selling oil country tubular 
goods must practically live with the oil men in the field. 
In fact, some salesmen of tubular goods actually do live 
with the oil men, being with them night and day. 

“Selling oil country tubular goods requires more than 
knowledge of your products and familiarity with oil field 
operation. Friendship is a vital factor. Your oil field 
superintendent and his associates must know you. You 
must be able to talk their language. They must have 
confidence in you and your ability to serve them.” 

It became quite evident to us that a supply house, 
in order to do a successful sales job on oil country tubular 
goods, must maintain tremendous stocks at all times 
ready for quick shipment. For, we were informed, most 


(Continued on page 94) 


Clarence Fromme (right), materials engineer for Union Oil, talking 
over with the machine shop superintendent repairs to be made on pipe 
tongs and other tools. How many items do you recognize here as 
part of your "sales kit?’ 
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A driller, W. C. Bailey, in action on Shell Mesa No. I! 


The cooperation of “Petroleum World” and the Union Oil Com 


pany 
is 


gratefully 


in providing the photographs appearing on these pages, 


acknowledged by the editors 








A C.1.Oyfor the biors 


Compared to San Francisco Distributors, the rest of us are still in the 


kindergarten of our labor education 


This story of the method by 


which employers in the West Coast city have organized to keep union 
demands within reason may therefore be regarded as a development worked 


out by the high school class 


what other industrial centers may soon be doing 


HILE the rest of the country 

has been learning its painful 
lessons about handling labor crises, 
San Francisco may be considered 
as already in the high school or 
college stage of that kind of educa- 
tion. For that center, as well as 
others in the Northwest, is perhaps 
two years ahead of the United 
States as a whole in learning its 
labor A-B-C’s, by virtue of the fact 
that its experience began just that 
much sooner. 

Since it is now established that 
when unionization and strife in- 
vades an industrial area it usually 
reaches out and directly hits the 
distributor with greater or less 


severity, it may prove interesting 
to investigate just what these 
upper form students are doing 
about it... their procedure today 
may shortly be the common proce- 
dure everywhere. 

A weapon of proved effectiveness 
for keeping labor’s demands within 
reason and for squelching outside 
sources which breed most of the 
inflammatory agitation is now in 
the hands of San Francisco dis- 
tributors. The weapon: a newly 
incorporated association of power- 
ful character. But study of it 
should follow a preliminary inves- 
tigation of a far greater organiza- 
tion that embraces all the city’s 


. . . And as such, a possible indication of 


employers, a machine of which the 
distributor group is merely a cog. 

Faced a few months ago with 
unionization of every class of work- 
ers, from newsboys to bank clerks, 
San Francisco employers organized 
a solid front through a Committee 
of 43, representing practically every 
industrial and business group in 
the city—a kind of employers’ 
C.1.0. Employers in San Francisco 
and neighboring Oakland are organ- 
izing by industries into closely 
knit, incorporated associations. 
These handle their own problems, 
the Committee of 43 acting only 
as an adviser. 

This idea is not new, but hereto- 


The sort of thing that caused employers to rebel. To send off this truck during 
the waterfront strike, it was necessary to load and man it with National Guardsmen 
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fore it hasn’t worked because of the 
wide diversity of business interests 
and the fact that labor used the 
canny technique of “picking off” 
one employer at a time. However, 
an important example was set by 
the Pacific Shipowners and the 
Waterfront Employers after the 
1936-7 maritime strike, when these 
groups vowed to themselves and 
said to labor, “We will stand or 
fall together . .. We have adopted 
labor’s own slogan, ‘One for all and 
all for one’...” 

Sounds like the last stand of 
desperate men. But remember that 
the San Francisco labor scene is 
haunted always by the spectre of 
Harry Bridges, whose name has an 
ability for striking fear compared 
to which the name of John Lewis 
is as mild and gentle as that of 
Snow White. 

Consider just one instance of 
how the maritime group swings into 
action when faced with an emer- 
gency. In December a “quickie” 
strike was threatened on one 
schooner in violation of an agree- 
ment to settle disputes by a post 
committee with work continuing in 
the meantime. A year ago the ship 
involved might have been tied up 
for six months or more while the 
rest of the steam schooner fleet 
continued to operate and the strik- 
ing crew were given jobs (by the 
union) on other ships. 


But this time the owners in- 


voked the lockout. Orders went out 
to tie up all 90 steam schooners in 
the Shipowners’ Association, put- 
ting 2,500 men on the beach. These 
men did not relish losing their 
jobs simply because three or four 
of their fellows objected to one 
of the meals on a particular ship. 
The unions surrendered before the 
lockout order went into effect. 

Similar tactics have averted ma- 
jor disturbances in restaurants and 
department stores. The effect is not 
toward putting a rigid clamp on 
the efforts of employees to seek 
fair treatment and pay, but rather 
to eliminate extortion and contract 
breaking on the part of the dis- 
trict’s labor bosses. 

Distributors themselves have felt 
the lash of Harry Bridges and have 
experienced painful incidents due 
to the advantages that labor was 
wont to take. A year ago Bridges 
chased his warehouse union after 
the warehouses, picking them off 
one at a time, or in small groups. 
As a result, more than 40 agree- 
ments were written in that field, no 
two of them alike. 

Today the distributors are work- 
ing to consolidate those agreements, 
thus making wages, hours and 
working conditions uniform and 
providing a basis upon which a 
united front can easily be main- 
tained. 

Other organizations like the one 
the distributors have formed are 


Distributors became nimble at stepping around tanks and other apparatus of war as they 
entered the strike zone to keep things going at their besieged supply houses 
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proceeding with satisfactory re- 
sults. The groups are iron-clad, 
binding members to live up scrupu- 
lously to the dictates of the associ- 
ations and their agreements on 
labor practices. Penalty for vio- 
lation is expulsion, which means 
shutting the offender out of the 
stockade at the mercy of whatever 
woes may befall him. 

On the other hand, the associ- 
ations guarantee full support to 
members in case of labor trouble. 
Their by-laws contain this  pro- 
vision: “If any labor union 
or member of such union 
shall violate any agreement with 
this corporation or any member 
thereof, or shall refuse to work 
for any member the board 
of directors may render to such 
member or members the fullest 
moral support and such financial 
and other aid as shall be approved 
by the board of directors.” 

The reference to “financial and 
other aid’, as illustrated in the 
practices of the Waterfront Em- 
ployers Association, includes pay- 
ment to a member company for 
loss incurred when the unions tie 
up ships. Other business firms 
have filled orders for strike-bound 
competitors who were also mem- 
bers of their association. 

One of the main duties of the 
new distributor organization is to 
see that in drawing up an agree- 
ment the union does not stampede 
the employer into signing some- 
thing which will harm both him- 
self and his brother distributors. 
Many times the unions shrewdly 
wait until a distributor is tem- 
porarily jammed with orders to get 
out and goods to move, then clamp 
down and threaten to strike. The 
employer’s inclination is to accede 
to anything in order to avert a 
shutdown. That’s where the asso- 
ciation steps in and cautions him 
to sit tight and be careful not to 
sign anything that may put him 
out of business and do the same 
for others who must meet the 
agreement requirements. 

The Association of San Fran- 
cisco Distributors has opened of- 
fices in the Chamber of Commerce 
Building. President is James 
Reed, formerly manager of the 
Golden Gate Bridge and Highway 
District. B. R. Funsten is vice- 
president and Wakefield Baker, of 
the Baker, Hamilton & Pacific Co., 
is secretary-treasurer. The group 
is governed by 23 directors. 
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A 30-hp. gearmotor provides 172 r.p.m. to operate a draw bench 
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S THE high-speed electric motor 
becomes an ever-more-common- 
place driving means, ordinary 
“made-up” sets of gears will not 
stand the gaff between motors and 
driven machines. Only an engi- 
neered unit, designed and built as 
a single piece of equipment, will 
withstand the high velocity ratios 
that motor drive brings. This need 
has resulted in the gear-reduction 
unit, a packaged train of gears that 
provides for its own lubrication, is 
compact, quiet, and easy to install 
and maintain. More recent develop- 
ment has combined some gear speed 
reducers with the motor and the 
driven unit; thus we have motor, 
pump and reducing gear combined 
into a unit called a “motorpump,” 
and a motor and reduction gear 
combined in a “motoreducer” or 
“cvearmotor.” 

The advantages of the gear speed 
reducer are: power conservation, 
low maintenance, operating safety, 
silent operation, space conserva- 
tion, protection against adverse 
operating conditions (dust, fumes), 
economy, long life, wide range 
of horsepowers and speed-conver- 
sion ratios, adaptability (one unit 
or another will suit almost any 
job). 

Types, arrangements, combina- 
tions, capacities and speed ratios 
are almost legion. Gears may be 
spur, worm, helical, herringbone, 
spiral or bevel, in single, double, or 
triple reductions. Output shafts 
may be horizontal, vertical, or one 
each way. There are also vertical 
and horizontal planetary types and 
gearmotors. Worm, helical and her- 
ringbone gear reductions have 
largely supplanted the simple spur 
gear because they permit more 
teeth in contact at one time, in- 
creasing mechanical strength, re- 
ducing shocks, and cutting noise 
to a minimum. 


Worm Gears 


Worm gears may be single- or 
double-reduction units, the first in- 
herently a right-angle drive, the 
second either a _right-angle or 
parallel-input-and-output-shaft ar- 
rangement. Standard single-reduc- 
tion ratios are 3.5:1 to 80:1, al- 
though units have been built for 
ratios as high as 100:1. Double- 
reduction ratios go as high as 
6,400:1. Standard power-transmit- 
ting capacities run up to 400 hp., 
and speeds to 8,000 r.p.m., although 
they have been built for higher 











speeds on special order. Reduction 
ratios may be higher than with 
other types; thus they have an ad- 
vantage where space is limited. Al- 
though inherently speed reducers, 
worm gears can be used as speed 
increasers where the ratio does not 
exceed 10:1. These usually operate 
in oil, and are not suitable to 
higher ratios because the losses 
are too great. On worm-gear re- 
ducers in general, efficiencies may 
run as high as 97°. on low ratios, 
but efficiency is comparatively low 
for high ratios. 

Helical and double-helical (her- 
ringbone) gears, which have come 
into very wide use in preference 
to the old-time spur gears because 
of their greater strength and quiet- 
ness, are built in single, double and 
triple reductions, for almost any 
capacity and pinion speeds up to 
8,500 r.p.m. and more. Single-reduc- 
tion ratios go as high as 10:1, 
double-reduction to 100:1 and 
triple-reduction to 1,000:1. Input 
and output shafts may be parallel 
or at right angles, and in either a 
horizontal or a vertical plane. In 
right-angle drives, the high-speed 
reduction is usually a spiral-bevel 
gear. Many horizontal, parallel- 
shaft units have extensions so that 
power unit or load can be connected 
to either side of the gear, thus giv- 
ing maximum application _flexi- 
bility. 

Herringbone gears are prefer- 
able to helical where heavy shock 
loads must be absorbed, because 
they do not transmit thrust to bear- 
ings. Flexible couplings should be 
used to relieve these gears of thrust 
load, which may be sufficient to 
deflect the gear casing, overload 
half the gear, and cause excessive 
wear. 


Spur Gears 


Spur gears are used in both 
planetary and non-planetary ar- 
rangements, as are helical gears. 
Input and output shafts operate 
about the same axis in planetary 
types, and also in non-planetary, 
double-reduction units. Single-re- 
duction planetary units are lim- 
ited to ratios of about 4:1 to 8:1, 
lower ratios causing foaming or 
heating of the surrounding lubri- 
cating-oil bath and possible noisy 
operation. Double-reduction units 
go up to about 64:1 and triple- 
reduction to 300:1. Both planetary 
and non-planetary types are avail- 
able in almost any size up to 200 


Often, it is most economical to run a motor or 
engine at a different speed from the unit it 
drives. The gear speed reducer or speed in- 
creaser is a compact go-between. Then there 
are also the motoreducer, gearmotor and 
motorpump. It will pay you — in sales — to 
know about the whole group 


E. J. TANGERMAN 


Technical Editor 


A herringbone-type speed reducer takes care of this conveyor 
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hp. or more, depending upon speed 
ratio. Right-angle planetary units 
use a bevel or spiral gear for the 
high-speed reduction and are built 
for ratios up to 3,000:1. 

The last ten years have brought 
tremendous advances in motorized 
gear speed-reducers, now generally 
known as motoreducers or gearmo- 
tors, which combine motor and 
speed reducer or speed increaser. 
For single reductions, the motor 
supports the gear; for double or 
triple reductions, the gear case 
supports the motor. Straight- 
through or offset-shaft arrange- 
ments may be had, some of the 
offset-shaft arrangements having 
an output shaft which can be set 
at any one of four positions spaced 
90 deg. apart. 

Driving elements of these units 
are usually standard 1750-r.p.m. 
motors. Single-speed units § are 
standard in sizes up to 75 hp. with 
output-shaft speeds of almost any 
value and either horizontal or ver- 
tical arrangement. They combine 
a high-speed, high-efficiency, high- 
power-factor motor and a high-effi- 
ciency gear in minimum space. 
Thus a 10-hp. gearmotor is only 1 
in. longer than a 10-hp., 1,750- 
r.p.m, motor alone. For a speed 
ratio of 3:1, the gearmotor is only 
27 in. long and weighs 365 Ib., 
while a 570-r.p.m. motor for direct 
connection is 33 in. long and weighs 
560 lb., in other words, 6 in. longer 
and more than half again as heavy 
as the gearmotor. 

With a gearmotor, almost any 
output speed can be obtained, while 
with direct-connected motors, only 
a few fixed speeds are available, 








SPEEDS AND POWER RATINGS OF GEAR UNITS 








Gear Input Speed 
Reduc- Range, Speed Horsepower, 
Gear Type tion R. £. Ee Ratios Range 
Horizontal Single 8,500 to 100 3.5:1 to 80:1 Fractional to 400 
Worm Double 8,500 to 100 12:1 to 6,400:1 10 to 50 
Vertical Worm Single 8,500 to 100 3.5:1 to 80:1 Fractional to 200 
Helical & Worm Double 1,750 to 575 3.5:1 to 450:1 Fractional to 50 
ial wae Single 8,500 to 1 1.2:1 to 10:1 Fractional Up 
Herringbone Double 8,500 to 1 11.5:1 to 70:1 Fractional Up 
: , Triple 8,500 to 1 80:1 to 350:1 Fractional to 300 
Horizontal { Single 1,750 to 300 3:1 to 8:1 Fractional to 300 
Planetary { Double 1,750 to 300 10:1 to 64:1 Fractional to 200 
Helical or Spur | Triple 1,750 to 600 70:1 to 500:1 Fractional to 30 
Gearmotors, ( Single 1,750 to 850 1 2:1 to 12:1 Fractional to 75 
Horizontal 4 Double 1,750 to 850 11:1 to 140:1 Fractional to 75 
or Vertical | Triple 1,750 to 850 100:1 to 300:1 Fractional to 75 





such as 1,750, 1,160, 860 and 690 
r.p.m. If the ratio is 2:1 or more, 
the gearmotor usually costs less and 
has smaller dimensions than a di- 
rect-connected motor for the same 
output speed, 

Multi-speed squirrel-cage motors 
are sometimes used with ‘a multi- 
speed gear. For example, a 2-speed 
motor and a 2-speed gear are com- 
bined to give output speeds of 49, 
32, 24 and 16 r.p.m. Multi-speed 
gear units are also available that 
give four speeds when driven by a 
single-speed motor. 


On Other Equipment 


While this discussion has cov- 
ered mainly the application of 
speed reducers to motor drives, the 
commonest application which the 
mill-supply salesman will face, 
speed reducers and speed increasers 
are also often used on many other 
types of equipment, for example 


steam-turbine drives to generators, 
fans, centrifugal compressors, cen- 





Sometimes a speed reducer comes between motor and chain drive, 
as in this coal-conveyor and elevator 
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trifugal pumps, and even to recipro- 
cating units of various. types, 
including pumps and compressors. 
They are also finding increasing 
use in diesel or gas or gasoline- 
engine drives to pumps, compres- 
sors, generators and lineshafts, in 
fact, wherever a positive, compact 
drive is required. 

The table lists common speeds 
and power ratings of gear units. 
Selection and your recommendation 
must be based upon these factors 
and upon the characteristics of the 
particular gear speed reducers you 
have available. These will vary 
somewhat with manufacturer, and 
the exact data can best be gotten 
from the manufacturer’s catalog. 
Remember that some gear speed re- 
ducers are rated according to the 
American Gear Manufacturers’ 
formula, others provide for opera- 
tion under 100% momentary and 
25% continuous overload, while 
others use service factors of 1 to 2 
(depending upon kind of load), on 
motor horsepower to get gear 
capacity. When you hit a situation 
of this sort, the manufacturer's 
representative will be glad to help 
out; and if no representative is 
available, the maker’s data books 
and catalogs may be sufficiently 
detailed to provide the answer. 

[NotE—Some readers may be 
confused between the gear speed 
reducer and the _ variable-speed 
transmission. The latter provides 
speed variations at the output end 
without varying speed of the driv- 
ing element, by changing relative 
diameters of a pair of mating 
pulleys or allowing more or less 
slip in a hydraulic coupling, etc. 
The speed reducer provides a fixed 
speed change or series of changes; 
the transmission provides variable 
speed changes—Editor. | 
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Order Department 
Chuaca! 
Simply by designing @ desk to meet the needs of 


the order department, this firm changed the usual 
picture of disorder into one of modern good looks 


RDER departments have long 

been the bugaboo of the sup- 
ply business. To make them neat, 
orderly and all the while efficient 
is a task that has caused many a 
distributor to rack his brain— 
mostly in vain. The large volume 
of orders and inquiries that flow 
in daily must be handled with dis- 
patch. And to attempt to keep 
orderly arrangement for the numer- 
ous catalogs that are most neces- 
sary around the desk of the order 
man, that is almost a hopeless job. 


The Best Foot Forward 


The problem was aptly solved re- 
cently by Carey Machinery & Sup- 
ply Co., Baltimore, Md., when they 
redesigned their order department, 
moved it up to the front and 
dressed it in a most modern and 
attractive style. More important, 
efficiency has not been sacrificed, 
but rather has been increased. Or- 
der men now have all the necessary 
catalogs readily accessible, and yet 
the visitor is given a most favor- 
able first impression on entering 
the Carey building and encounter- 
ing this trim, busy department. 

In this case, the whole trick 
was turned when a desk was de- 
signed especially to meet the needs 





of the order man. Into each of 
the order desks was built, at the 
top, an enclosed catalog rack. These 
sturdy racks are partitioned, pro- 
viding a slot division for catalogs 
of the various lines handled. The 


This is how Carey Machinery & Supply Co., Baltimore dressed up its order and quo- 
tation department with all necessary catalogs close at hand, orderly arranged for 
finger-tip control and quick, efficient service. At the rear sits J. W. Coster, head 
of the department assisted by (left to right) George Freeberger and Henry Davis 
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desk itself is a complete unit, mod- 
ernly finished, blending in har- 
moniously with the other office fur- 
niture. 

From the front, the formal ap- 
pearance of these desks discourages 
the intrusion of errand and deliv- 
ery boys calling at the desk, who 
otherwise might feel urged to tarry 
for a few minutes of idle small 
talk. (Disorder always seems to 
suggest slovenliness and is known 
to be an invitation to the man 
with time to kill.) 

The new Carey order department, 
which may be seen from the street, 
is something of a showplace, and 
the firm may well be proud of it. 
At one end a large, modern book 
case takes care of all large refer- 
ence catalogs, for which there may 
be only an occasional need. Price 
quoting is handled by one man, 
whose desk is located close to the 
reference book case. On the lower 
shelves he has placed certain spe- 
cial catalogs and price listings 
which he alone needs and must 
reach quickly at any time. 

In too many cases the order de- 
partment has been a division of the 
distributor’s organization that has 
fallen behind the rapid develop- 
ment of other branches. The Ca- 
rey achievement proves that “it 
can be done,” that chaos is defi- 
nitely not a necessary part of every 
order department, and that when 
it is ended, efficiency goes up. 


BPP oe pee 
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SELL MORE TODAY? 


Every good salesman has his own favorite formula 
to keep his success rolling. Here are the selling 
secrets of seven star sales-getters in the industrial 
field. No one of them may sound revolutionary or 
new ... but, taken together, they form a practical 
set of rules which, if actively followed, should 
help any salesman build orders and earnings 
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Plan to talk about something 
specific. Preferably a specific 
product. Use this means of steer- 
ing the conversation the way you 
want it to go. Napoleon lost out at 
Waterloo because the other fellows 
planned better than he did. 


2 Sell the related products, too. 
* Once sold, that specific product 
(above) can be the means of intro- 
ducing dozens of little cousins onto 
the purchase order. (“This is the 
dressing that goes on the belt that 
rolls on the pulley that spins on the 
shafting that Jack sold.’’) 


Be alert for unexpected devel- 

* opments. In football, a good 
end is the “floating end”—who 
waits to see which way the play is 
coming before he charges in. It’s 
natural, when you’re surprised with 
a big order out of a clear sky, to 
want to run into the street shouting 
in glee. But the “floating end” 
salesman will remember that orders 
beget orders—and stick around long 
enough to see if there isn’t more 
business to be had for the asking. 


4 Bring them an idea as well as 

* a product. Even the toughest 
buyers are glad to see the man who 
can “put” as well as “take”. 


5 Get in, get through, get out. 

* The sure way to make more 
calls and win respect as a business 
man. Anyway, what is there to say 
about War, Washington or Weather 
that hasn’t already been said? 


Concentrate on one buyer—the 

* one you're calling on. Plan- 

ning whom you are going to “hit” 

next, what and how to sell him can 

block you from putting your mes- 

sage across the desk that’s right 
before you. 


Save the arguments for your 

wife. You can win an argu- 
ment from a buyer, but that may 
be all you win. The good diplomat 
is neither a yes man nor a fighting 
cock—just a good salesman. 
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1. What metals are used for 


files? 

2. How are files classified? 

3. How many general types of 
file “cuts” (tooth shapes and ar- 
rangements) are there, and what 
are they? 

4. What is the distinguishing 
characteristic of the first type? 

5. How does a double-cut file dif- 
fer from a single-cut? 

6. What are the cuts of a dou- 
ble-cut file called? 


7. What are the angles of these 
cuts? 


8. Do double-cut finishing files 
differ appreciably from the usual 
type? 

9. Where are double-cut files used 
most commonly? 


10. Where are single-cut files 
preferred? 


11. What is the common name for 
rough or fast cutting with any 
tool? 


12. Is a rotary file a filing cabi- 
net? 


13. What are rasps, and how do 
they differ from other types of 
files ? 


14. Where are they used? 


15. What are the degrees of 
coarseness of file teeth? 


16. Do they vary any with file 
size? 


17. How about dead-smooth files? 


18. What cuts are usually put on 
rough files? 


19. What is a riffler? 


20. What cuts are used on inter- 
mediate grades? 


21. What are the three standard 


degrees of coarseness in general 
use? 

22. What are the usual limits for 
cuts on these files? 

23. Are there any special tooth 
constructions ? 

24. What are the various common 
cross-sections of 
Swiss-type files? 


precision, or 
25. What are precision files, and 
how do they differ from others? 

26. How are precision files desig- 
nated as to coarseness? 

27. To what ordinary files do 
these designations correspond? 

28. Are there any particular dif- 
ficulties with pumping hot water? 

29. How can freezing troubles be 
avoided with piston pumps? 

30. How can strain on the inlet 
and outlet flanges be avoided? 


(Answers on page 102) 
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Three playing cards lie side by 
side, face down. Let’s number 
them from left to right in order, 
1,2 and 3. Now: (a) At least one 
queen is just to the right of a 
king. (b) At least one queen is 
just to the left of a queen. (c) 





—_ 


= 


Card 
At least one spade is just to the left 
of a heart. (d) At least one spade 
is just to the right of a spade. All 


right, now, poker fans, name all 
three cards. 














If your luck is running against 
you, see page 106. 















The <thinpse 


HA A PASVERK FOK IT 


To Open a Shop Is Easy; the 
Difficult Thing Is Keeping It Open 


If You Suspect a Man, Don't Employ Him, 
If You Employ a Man, Don’t Suspect Him 
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HE GREAT Ohio Valley flood 
of 1937 is almost at its peak. 
Louisville’s waterworks has been 
fighting a losing battle to keep 
pressure on the mains. But the 
water rises and quenches the fires 
in the boiler house. An engineer, 
in this extremity, figures out that 
an Ohio River steamboat can be 
moored just outside the windows of 
the pumphouse to provide a float- 
ing boiler room. But water level is 
constantly shifting, waves batter 
the boat, the wind is rising. How 
can the steam the boat generates be 
brought to the nearest huge steam 
pump? 

The answer is steam hose. Soon 
four lengths connect boat boilers 
and pumping engine, and Louisville 
has water under pressure again. 
That’s one saga of the flexible high- 
way for steam. There are countless 
others, for steam hose is an ideal 
emergency connection. But it has 
many other uses—more prosaic to 
be sure—in the regular routine of 
industry. The table shows almost 
two-score examples. 

First let’s find out what steam 
hose is and how it is made (also 
see MILL SUPPLIES for July, 1937, 
pages 16-18). Basically, it is one 
of two types, depending upon ma- 
terials. Rubber, rubber compounds, 
or synthetic materials of the same 
type, reinforced with fabric and/or 
woven metal, and protected with 
asbestos or wire, make a tubing 
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Steam hose has dozens of ap- 
plications, if you only know 
where to look for them. It's a 
mainstay in a boiler plant even 
if the rest of the factory 
doesn't need it. Here's the 
detailed dope on materials, 
constructions, and major uses 
to help you sell a market that 
is ready and waiting. Remem- 
ber railroads, constructive jobs, 
and heavy metal-working shops 
as well as boiler plants 


for STEAM 





— tere’ 


A pile driver hard at it on a bridge, with a rubber steam hose connecting steam 
source and driver. Courtesy Manhattan Rubber Mfg. Division 
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Courtesy Hewitt Rubber Corp 


STEAM-HOSE USERS 


Industrial Plants 


Moving-die heating 

Steam hammers 

Cleaning oil-refinery stills 
Creamery heating, cleaning 
Packing-plant heating, cleaning 
Plastic-molding presses 
Glass-molding machinery 
Rubber-molding presses 
Chocolate-molding presses 
Chicle-molding presses 
Paper-corrugating machinery 
Hat-finishing presses 
Steam-ironing machines 
Laundry pressing machines 
Mica presses 

Hosiery molds 
Textile-finishing machines 
Hydraulic platen presses 
Clothes-pressing machines 
Power-plant uses (see below) 
Steam-jacketed kettles, heaters 


Power Plants 


Boiler blowing 

Flue cleaning 

Tube Cleaning in general 
Emergency steam connections 
Flexible steam connections 


Construction and Contracting 


Pile drivers 

Power shovels 

Special heating, thawing 
Engine-compressor connections 
Temporary steam lines 





similar to ordinary hose but far 
more heat-resistant. Metal formed 
into a long bellows, or in an inter- 
locked spiral (packed at the joints), 
in either case protected with metal 
braid, woven asbestos or cotton 
ribbon, and wire armor, is the 
other. 

Rubber-base steam hose is com- 
monly available in sizes from 4 to 
24 inches internal diameter, al- 
though one company makes -inch 
hose and another makes sizes up to 
64 inches. The “tube” or lining is 
generally heat-resisting rubber or 
rubber compound, formed by extru- 
sion from a tubing machine. This 
is covered with the reinforcement, 
which may be alternating layers 
of rubber-impregnated cotton duck 
and heat-resisting rubber, cotton 
braiding, or asbestos braiding often 
wire-reinforced, and forming a non- 
expanding envelope which takes the 
tensile and bursting stresses and is 
vulcanized to the tube. 


Wrapped hose has 4 to 12 ples 
of high-tensile duck, often with an 
outer braid of plain or herringbone 
weave to withstand abrasion even 
after the heavy cover is worn 
through. Other types are of braided 
construction, with asbestos and 
wire replacing the cotton. Many 
are wound outside with oval or 
half-round wire to increase abra- 
sion resistance. Such types are 
suitable to pressures up to 100 or 
150 lb. and temperatures to 400 
deg. F. 

There are also a number of 
special types. One company, for 
example, replaces the combination 
construction with three to five 
seamless, circularly woven layers 
of fabric. Another uses 8 to 12 
plies of duck with a double-spir- 
alled, braided-wire insert. Another 
has half-round wire wound left- 
hand at #-inch spacing and is de- 
signed especially for  boiler-flue 
cleaning. A special burst-proof de- 


f 


* 
we nees 


3 
| . 


— NOTE: “Steam hose” is often used 
to designate flexible tubing of 
rubber, synthetic rubber, or 
metals, etc., used to convey high- 
temperature or high-pressure 
fluids in general. 


Railroads 


Yard heating of coaches, Pullmans 
Upholstery cleaning 

Ore-car thawing 

Tank-car heating for unloading 
Train steam lines 

Locomotive lines 

Switch-thawing 

Emergency steam lines 





Flexible metal hose conveys steam and hot water, alternately to dies and platens on 
a molding press. Courtesy American Brass Co., Amr, Metal Hose Branch 
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sign good for 200-lb. pressure at 
high temperatures has a tube and 
two insulating layers of special 
heat-resisting rubber compound, 
with woven flat-metal reinforce- 
ment between, woven loosely enough 
so that the rubber can “rivet” 
around it when the hose is vul- 
canized. Just inside the cover is 
an additional braid of asbestos cord 
to prevent the heavy, long-wearing 
rubber cover from burning. The 
cover itself is compounded with an 
anti-oxidant. 

All rubber steam hose is mandrel 
cured, built and vulcanized over a 
heated mandrel. Thus stock lengths 
are 124, 25 and a maximum of 50 
ft. Covers are normally acid- and 
grease-resistant, and may be rein- 
forced with wire for additional 
safeguard against expansion and 
bending as well as for abrasion re- 
sistance. If the outside of the hose 
is exposed to burning, it may be 
wrapped or covered with braided or 
woven asbestos. Steam-ironing 
hose, which stands only very low 
pressure, but which will spoil ma- 
terials if it flakes in service, is a 
simple heat-resisting tube with a 
single asbestos braid, covered with 
a braided cotton jacket. 

“Cooking” or overheating, hard- 
ens rubber, reduces its flexibility 
and weakens the fabric. Fabric life 
limits hose life, so asbestos must 
replace cotton for service above 
300 deg. F., at which cotton begins 
to char. Intermittent service, par- 
ticularly alternate heating and 
freezing, is worse than continuous 
heating. Generally, a short length 
of hose stands more pressure for a 
longer time than a longer length, 
a small-diameter hose stands more 
pressure than a large-diameter hose 
with the same number of plies, and 
a hose open at the end lasts longer 
than one coupled to a pump, pile 
driver, drill, etc., in which pres- 
sures, particularly pulsating ones, 
are built up. Continuous flexing also 
wears out a hose rapidly. Super- 
heated steam is of course worse 
than saturated steam at the same 
pressure—in fact most varieties of 
rubber steam hose cannot stand 
superheated steam at all. If steam 
hose operating under high pressure 
is turned off occasionally, the re- 
sulting condensation of steam left 
within the tube creates a vacuum, 
which tends to pull the tube from 
the carcass. 

It is particularly important that 
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couplings be properly attached, not 
only to increase hose life, but for 
safety. Up to 50 lb. pressure, the 
common long-shank nipples held 
with a ring or screw clamp can 
be used, but above that special 
couplings, usually with clamps 
anchored to the nipples, are far 
safer. Before a new coupling stem 
is inserted into the hose end, it 
should be inspected for burrs and 
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Rubber Hose Details 
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sharp edges. These must be filed off, 
and the stem end rounded so that 
nothing will scratch or tear the 
tube. Both inside of tube and 
coupling stem should be covered 
with rubber cement just before the 
latter is inserted. When couplings 
are applied to wire-wound hose, the 
wire end should be turned at right 
angles, so that it is aligned with the 
hose axis, then securely clamped 
down with the clamp. No portion 
of the hose tube should be cut away 
to suit the nipple or coupling stem. 
Either the proper size stem should 
be used, or in emergency, available 
stems turned down in a lathe. 


Metal Steam Hose 


Metal steam hose is of two gen- 
eral types, corrugated seamless 
tube, and spiral-wound or inter- 
locked metal strip. Either type 
usually costs more than equivalent 
rubber variety, but has somewhat 
longer service life, and can with- 
stand higher temperatures and 
pressures. The spiral-wound or in- 
terlocked hose can’t withstand tor- 
sion and flexing at once; pressure in 
either type increases the resistance 
of the hose to flexing. In molding 
presses using steam-heated platens, 
the connecting hose incorporates a 
valve which reduces pressure dur- 
ing flexing, and a frame which sup- 
ports the hose to reduce stress con- 
centration at the joint and keeps 
the loop in a plane. The frame also 
holds the tube so that water pockets 
cannot be formed. 

Corrugated tube cannot be pro- 
duced in single lengths longer than 
10 ft., but any number of such sec- 
tions can be brazed together, the 
resulting stiffness at the brazed 
joints not being serious in a long 
tube. Interlocked hose can be pro- 
duced in much greater lengths, but 
even with packing at the joints is 
not absolutely impervious. Metal 
hose sizes range from _ }-inch 
diameter, the smallest corrugated 
size, to about 3 inches, the largest 
stock interlocked steam-hose size. 
Pressures up to several thousand 
pounds can be withstood by braid- 
reinforced types. 

Corrugated hoses are made simp- 
ly by crimping tube to an annular 
or helical pattern. The tube may 
either be extruded seamless or 4 
so-called “seamless” formed from 
welded strip. Though not as flexible 
as the interlocked types, they are 

(Continued on page 96) 
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DIRECTORY NUMBER 


Wonderful 


“We are in receipt of your 1938 
Directory. This is a wonderful num- 
ber and we appreciate your sending 
it to us.’—G. M. BoCKSTAHLER, Vice- 
President, Indianapolis Belting & Sup- 
ply Co., Indianapolis, Ind. 


Reference Through the Year 


“We are writing to acknowledge 
and thank you for our copy of the 
directory edition of MILL SUPPLIEs. 
We think this a most complete work 
and are looking forward to using 
it for reference during the coming 
year.”—W. W. PEAcocK, Sales Man- 
ager, The Charles C. Lewis Co., 
Springfield, Mass. 


Use It Regularly 


“We are pleased to acknowledge re- 
ceipt of your MILL SUPPLIES directory 
and wish to say that we use it regu- 
larly and find it of great assistance.” 
—A. C. WETTENGEL, President, Schla- 
fer Supply Co., Appleton, Wis. 


Appreciative Custody 


“The copy of MILL SUPPLIES direc- 
tory is at hand and it is indeed a very 
interesting publication. In view of its 
nature it will be retained in appre- 
ciative custody.”—B. G. HARRISON, Di- 
rector, J. A. Crabtree & Co., Ltd., 
London, England. 


Used to Good Advantage 


“We acknowledge receipt of your 
new directory issue of MILL SUPPLIEs. 
We assure you that this will be used 
to good advantage."—A. DIEHM, 
Vice-President, Franklin Hardware 
Co., New York City. 


Will Keep It Handy 


“IT keep one of the MILL SUPPLIES 
directories handy in my catalog file 
and have distributed the others to 
different people in the office. I think 
it is the best one you have ever 
published and we appreciate this 
splendid cooperation on your part. We 
thank you very much for these and 





MILL SUPPLIES acknowledges 
with grateful appreciation these 
generous letters of comment on 
the Mid-December Directory !s- 
sue. We regret that space does 
not permit publishing all of the 
comments that have been re- 
ceived from distributor readers 
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all other courtesies and the help you 
have extended us.”—T. W. Lewis, 
President, Lewis Supply Co., Mem- 
phis, Tenn. 


Ready Reference for All 


“IT am in receipt of your directory 
issue of MILL SUPPLIES and wish to 
take this opportunity for compli- 
menting you and congratulating you 
on this complete issue. I have enjoyed 
looking it over very carefully and it 
looks to me as though it is complete 
in every detail, and it no doubt will 
be kept as a ready reference by all 
mill supply distributors.’—B. H. 
ACKLES, Vice-President, The Rayl 
Co., Detroit, Mich. 


Will Get Plenty of Use 


“We want to thank you very kindly 
for the new directory edition of MILL 
SUPPLIES. It is very fine and you may 
rest assured that we will give it 
plenty of use.’”—E. L. Housn, Presi- 
dent, Housh Industrial Supplies, Inc., 
Evansville, Ind. 


Congratulations 


“This is to thank you very much for 
sending us the Mid-December 1937 
directory number of MILL SupPLIES— 
which we are very glad to have. Con- 
gratulations—it is certanily com- 
plete."—T. S. INGLEsBy, President, 
Carolina Supply Co., Greenville, S. C. 


Interesting, Complete 
“We have received copy of the new 
directory which you have issued and 


can assure you that we greatly appre- 
ciate it. Your annual directory is so 
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interesting and so complete that we 
look forward to receiving our copy 
each year. We certainly hope that 
you will continue this effort, because 
it is very valuable indeed.”—-A. B. 
SMITH, Secretary, Smith-Courtney 
Co., Richmond, Va. 


Useful Throughout Year 


“We are in receipt of your new 
directory issue of MILL SUPPLIES, and 
wish to thank you as we find this 
directory very useful throughout the 
year.”—H. HOUNSLEA, General Man- 
ager, Seeley & Jones, Bridgeport, 
Conn. 





Know It Will Be Used 


“We wish to acknowledge and 
thank you very kindly for the copy 
of the new directory issue of MILL 
SUPPLIES. We know we will find it to 
be very useful.”—A. G. STANGEL, 
Vice-President, J. J. Stangel Hard- 
ware Co., Manitowoc, Wis. 


Splendid 


“Copy of new directory issue of 
MILL SUPPLIES received. This is a 
splendid publication and will be kept 
in our file.’—BROWN Burorp, Execu- 
tive Vice-President, Buford Brothers, 
Inc., Nashville, Tenn. 


Will Find Many Uses 


“The new directory issue of MILL 
SUPPLIES is very valuable; we will find 
many uses for it throughout the 
year.”—JOHN T. Potts, President, 
The Galigher Co., Salt Lake City, 
Utah. 


One of the Finest 


“We wish to acknowledge with 
thanks receipt of your directory issue 
and cannot pass this opportunity of 
paying you our sincere compliments 
on the compilation of this book. It is 
one of the finest issue of its kind that 
we have seen and it will be useful to 
us throughout the year.’’—GEORGE 
D. Knapp, Sales Manager, Theo C. 
Ulmer, Inc., Philadelphia. 
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TELL THE P.A. 


ISTRIBUTORS have a big ad- 

vantage over direct selling man- 
ufacturers. In one call the distribu- 
tor’s salesman can service the buy- 
er’s needs on dozens of quality 
items, whereas to buy these same 
items direct, the purchaser must 
interview dozens of representatives, 
who have only one line to sell. 
In addition, the routine of ordering, 
checking invoices, issuing checks 
is vastly simpler when the business 
is going to the distributor. 

That is Point Number Four, 
made this month, in the promo- 
tional advertising campaign de- 
signed by MILL SUPPLIES to help 
distributors wage an aggressive 
fight for a favored position with 
the industrial buyer. 

The material that comprises this 
month’s portfolio of promotion is 
seen on these two pages. Under the 
plan, MILL SUPPLIES employs skilled 
copy writers and artists to prepare 


HOW TO ORDER 


Use this order blank to secure elec- 
trotype cuts for folder or blotter, or 
to obtain quantities of stickers. Check 
items you want and mail to— 













SUPPLIES 
est 42nd Street 
ork City 


men: 


lease send me the following promo- 
aterial as outlined in your February 








mplete plates for folder, for which 
me $22.00. 


plete plates for blotter, for which 
me $6.50. 


00 stickers (@ $9) or [] 10,000 (@ 
50). Imprinted with our firm name. 










ee Cepek BIINIT). 06 cvevcvevoeces 








Buying from YOU is 


The fourth of a promotion series prepared to 
equip distributors with effective ammunition 
for winning a just share of industrial trade 


a monthly folder, blotter and sales 
letter plus a suggested sticker 
(which remains the same each 
month). Distributors may make use 
of all or any part of this material 
simply by purchasing the reproduc- 
tion plates from MILL SUPPLIES at 
the cost of the plates alone. 

Already the plan has been ac- 
cepted by distributors in every part 
of the country. These enterprising 
houses are now beginning to feel 
the effect of their efforts toward 
convincing industry that the dis- 
tributor is, indeed, the most 
economical source of supply and the 
most efficient agency of service. 

To put this advertising program 
to work for you, here are the steps 
to take: 

1. Select the type of promotion 
you want to use. 


2. Order electrotype plates for 
these pieces from MILL SUPPLIES 

3. Take plates to your printer, 
have him set the type for your 
firm name, address, etc., and list 
of lines you handle (in manner 
indicated on layout of the folder). 

4, (Optional but recommended). 
Send out sales letter with either 
the blotter or folder—on your own 
stationery. 

5. If sticker is desired, order 
direct from MILL SUPPLIES in lots 
of 5,000 or more, with your firm 
name already imprinted. Apply it 
to letters, packages, invoices, etc. 

Complete facts about the plan, 
its costs, ordering data, etc., are 
contained on these pages. 
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“BRUSH CONSCIOUS” SALESMEN 


@ The cost of a product has a lot to do with the amount 


of time and thought given to its purchase. For example, 


a machine costing around $500 may require as much as 
60 days to sell from the time the buyer becomes con- 
scious of the need for the machine up to the time he 


finally buys it. Then several years 
may elapse before the buyer is ready 
to replace the machine. 

It’s different with brushes. Probably 
because their unit cost is relatively 
small, small thought is given to their 
real importance. More brushes of 
various types are used ina plant every 
year than many plant managers real- 
ize. And hours of inefficient work at 
good wages are caused by poorly built 
brushes. Even a fully capable worker 
is seriously handicapped by being 
forced to work with an inefficient or 
worn out brush. 

Take the typical case of the man- 
ufacturer mentioned in the advertise- 
ment on the next page. (This adver- 
tisement appears in the February 
issue of leading industrial magazines.) 
No doubt, many of YOUR customers 


give a lot more time and thought to 
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purchasing a machine costing around $500 and lasting 
several years than to the purchase of industrial brushes 
costing over $500 every year. 

When“Brush Conscious” Salesmen point out this fact 
to alert customers, something usually happens: their 


customers get “Brush Conscious” too! 
They realize that “it’s good business 
to use good brushes”. . . and the way 
is paved for selling them on the ad- 
vantages of standardizing on Osborn 
Brushes to secure: 
1—Uniformly high quality of all 
brushes used. 
2—Better work with less effort 
from their workers. 
3—All-inclusive purchasing econ- 
omy on brush expenditures. 
The market for Osborn Brushes is 
everywhere because everywhere you 
call isa prospect for one or more types 
of Osborn Brushes. And because IT’S 
GOOD BUSINESS TO USE GOOD 
BRUSHES...IT’S GOOD BUSINESS 
TO SELL OSBORN BRUSHES! 


Tye Os80RN MANUFACTURING COMPANY 
5401 HAMILTON AVENUE -« CLEVELAND, OHIO 
Sales Offices: New York, Detroit, Chicago, San Francisco 











(Reading Time: 29 seconds or less) 


@ A metal parts manufacturer checked carefully before 


spending $500 for a new machine to improve th¢ effi- 
ciency of one worker. Strangely, but typically, no 
serious thought was given to a $500 annual @xpendi- 
ture for various kinds of brushes used by mgny work- 


ers in the plant. 


Brushes, bought chiefly on “low pricé,” were of in- 
ferior and varying standards of qualitynd short lived. 


Actually, the savings made by the ne worker with 


the new machine were being wasted by several work- 
ers using inferior brushes. 

This wasteful practice stopped when the manufac- 
turer learned he could secure all his brush needs from 
one uniformly high quality line...OSBORN BRUSHES. 
Osborn and the Osborn Distributor in your locality 


can do the same for YOU. Ask about it! 


THE OSBORN MANUFACTURING COMPANY 


5401 HAMILTON AVENUE e« CLEVELAND, OHIO 
Sales Offices: NEW YORK « DETROIT ¢ CHICAGO « SAN FRANCISCO 
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MIDDLE WESTERN STATES 




































The Sales Indicator went into a tailspin during December, falling 
precipitously from 102 to 84, a low rate of activity which has not 
been known in the supply business since the first few months of 
1936. The dollar value of average order continued to decline, as 
it has since July, hitting a 1937 low of $16.95. At the same time 
the number of orders per working day dropped to 95. The reces- 
sion was general in the North Atlantic, Southern and Middle 
Western states, while the Western and Pacific Coast states, which 
suffered their severe reverses in November, apparently turned the 
tide in December and showed moderate gains. 
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ORDERS PER WORKING DAY 
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Joints always 


— “It’s customer satisfaction that 
1‘ makes your Business grow— 
\ So sell your trade the Best 

\ Belt Lacing Hooks” 


say Col. Clipper 


Wholly Flexible from the moment of ~~ 
application—because each hook is en- i (i Nad 
tirely independent. There is no stiffen- 

ing of joint caused by remnants of metal 

or other carding material being retained. 


Hooks Imbedded Flush: Absence of card- A ai RALER 
ing remnants permits hooks to be im- 

bedded flush with surface of belt and j 

clinched to prevent working up to 

cause wear on hooks and pulley. 


Staggered Hooks preserve belt from be- 
ing weakened by broken fibers at joint. Senden fee tiateteee 


Fatigue-Resisting: Clipper Hooks are the Sate divectty —— 
; rH eac otner, erejore no 
made from the finest steel wire known belt dbote ave braben. 
to the industry. Clipper joints com- Absence of carding rem- 
monly outlast belts. nants permits flush im- 
2 bedding and use of full 

For quick, easy sales and steady repeat size pin. 


business, build your belt lacing trade on 
Clipper. It pays to stock a full line of 
Clipper Lacers and Hooks. 











CLIPPER BELT LACER COMPANY 
Grand Rapids, Michigan, U.S. A. 





, © 


‘BELT LACING EQUIPMENT 
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len Years 4go IN MILL SUPPLIES 


,erbhay 
success // HE IMPORTANCE 10 AMBITIOUS EMPLOYEES OF ACCEPTING ett 
RESPONSIBILITY WAS ARESSED IN A PAPER DIRECTED 10 THEWORKERS fF 
frrshe Jane OF THE PITTENDENDER COMPANY, SCRANTON, BY W. A. KEMMERER, 
VICE PRESIDENT AND GENERAL MANAGER OF THE ORGANIZATION. A 


gl ~ : ® ”" ” 
Bre, > NSO REPRINT OF THIS MEATY FADER APPEARED IN MILL SUPPLIES. 












THE HENRY G. 

THOMP5ON AND 
SON COM PANY, 

Fin HAVEN WAS 


1 GEMTING SET 
10 TACKLE 
THEORY 


PUK Let OF THE HACKSAW 
oe — Ol MANUFACTURERS 
i DGSOCIDTION 
& OF AMERICA, 
HAVING JUST 

BEEN ELECTED 
PRESIDENT OF THAT 






































Spor q 
ess - N AN ARTICLE 


APPEARING IN THE FEBRUARY ,192B195VE OF THE 
INDUSTRIAL DISTRIBUTOR AND SALESMAN ENTITLED WHAT 
NEWLY FORMED Hf 1 LEARNED FROM 16 YEARS OF SELLING, EARL SEDLMAVER, 
ORGANIZANION.§ OF THE PHILLIP GROSS HARDWARE AND SLIPPLY COMPANY, 
, MILWAUKEE, EXPLAINED HOW HE BOOSTED HIS BUSINESS J 
de BY REGULATING THE FREQUENCY OF HIS CALLS NOT 
MM» \N PROPORTION 10 THE BUSINESS HE HAD BEEN 
INTEREST WAS BEING STRESSED IN THE NEXT GETTING, BUT IN PROPORTION To THE 
TRIPLE MILL SUPPLY CONVENTION TO BE [ps BUSINESS THE CUSTOMER 
HELD AT NASHVILLE, MAY ISTH “O [7TH. yrs HAD 10 GIVE 
fe) 


HAVING OUIT6ROWN TWO PREVIOUS LOCATIONS 
THE J.M. TULL RUBBER AND SLIDPLY COMPANY, a 
(NOW THEJ.M. TULL METALAND SUPPLY COM- F SI 






























































PANY) ATLANTA, MOVED 1'VT0 A FINE MODERN 
BUILDING AT 285 MARIETTA STREET, 
0 


JAMES D.TEW, FIRST VICE PRESIDENT, THE BF. 
GOODRICH RUBCERCOMPANY;TOOK OVER THE ADDED f ) 
TASK OF DIRECTING ALL COMDANY SALES 
DIVISIONS WITHTHE TITLE OF GENERAL ae 
MANAGER . a ° 

























TEAM-UP“OF FORCES IN THE ELECTRIC TOOL FI ELD WAS 
ACCOMPLISHED WHEN THE GLACK AND DECKER MANUFACIURING COMPANY 
PURCHASED ALL ASSETS OF THE VAN DORN ELECTRIC TOOL COMPANY.NO 
CHANGE IN NAMES OR PERSONNEL WAS INVOLVED IN THE TRANSACTION. 
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Get aboard the YALE Chain Hoist Catalogue. Go through its pages and extract the 
numberless sales arguments it offers in behalf of YALE Hoists. Then use them on your 
next contact—and you'll see why we call it the magic carpet to greater sales! 
Every salesman has at one time or another met the situation where, if he had been 
able to produce merely one more sales argument, he could have closed a sale that 
just managed to slip away. And that's what a study of the YALE Chain Hoist Catalogue 
will give you—that priceless extra argument! 

For example, do you know 

AD That the lifting efficiency of a YALE Ball Bearing Spur Geared Hoist is the 
highest available in any hoist? 

&) That—to promote greater safety—as the load increases, the ratio of brake 
pressure also increases? 

C) That—to cut operating effort—gear pressure is so balanced that the thrust 
is diametrically opposed, setting up a minimum of stress and maintaining 
the initial high efficiency? 

Well, if you do, we bet you're making more sales than the fellow who doesn't. And if 
you don't, take it from us— READING PAYS! 
“YALE MARKED IS YALE MADE” 


THE YALE & TOWNE 3 


 PRERET 
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from the Trade Press 


Because of space limitations, most items appearing in this 
department have been reduced to their elemental facts 


through digesting. 


Where the reader's interest is particu- 


larly great, we recommend that the article be sought out 
and read in detail in the paper where it originally appeared. 


Hit and Run Salesmen 


A publication called “The Printed 
Word” reports a piece of research 
done by a group of retailers at the 
request of a certain manufacturer, 
the results of which carry a cogent 
meaning for everyone who sells. In 
it 1,000 dealers kept records for six 
months to get an answer to two 
questions: How many calls do sales- 
men make before they quit calling? 
And how often does a salesman call 
before the dealer buys? 
Replies to Question 1: 

48.2% of the - salesmen 
call and quit. 

24.4% of the salesmen 
calls and quit. -« 

14.7% of the’salesmen made three 
calls and quit. 

12.7% of the salesmen made four 
or more calls. 

With respect to the second ques- 
tion, the same retailer reported that 
60 per cent of the merchandise they 
stocked and sold was purchased by 
them after the fifth call. 

You will probably find yourself 
aghast—as I was—at the appalling 
waste those figures signify. Espe- 
cially in the case of the 48.2 per 
cent of the men who made but one 
call and quit. 

No good salesman needs to be told 
that he cannot possbly build a ter- 
ritory into an economic unit profit- 
able both to himself and to his com- 
pany if he works in this hit-and-run 
fashion. ‘Selling is essentially an ed- 
ucational process, and while there are 
salesmen who have developed their 
technique to such a fine point that 
they can and often do close on the 
first call, most products simply can- 
not be sold with such ease and rapid- 
ity. 

In many cases, especially if your 
company does not happen to be 
known to the prospect; it may take 
most of one call to tell an institu- 
tional story—introduce the company 
and its facilities properly, emphasize 


made one 


made two 
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its integrity and ability to render a 
service. After that it may take four 
or more calls to make a logical and 
thorough presentation of the mer- 
chandise itself and to interpret the 
buyers’ needs. 

This idea concerning the necessity 
for the regular cultivation of logical 
prospects through’ repeated _ call 
backs, ach of which in some way 
actagr plishes some degree of advance- 
ment toward the ultimate sale, is one 
of the broadest and most important 
fundamentals of salesmanship. Sales 
success, advancement, the whole fu- 
ture of a man in the profession, de- 
pends upon his adequate understand- 
ing of it—By Bruce Crowell in Sales 
Management for January 1, 1938. 


Goodbye Coal Shovel in 
Small Power Plants 


Small boiler plants using one or 
two carloads of coal weekly with 
either hand or stoker-fired boilers, 
have only recently been considered a 
fertile field for coal-handling and 
storage equipment. 

A simple equipment for transfer- 


A screw conveyor in tandem with a coal 
elevator serves two stoker hoppers 
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ring coal from cars to bin, consisting 
of a track hopper, elevator, or con- 
veyor, and a 3 h.p. motor, with a 
handling capacity of 25 tons per 
hour, usually costs less than $3,000 
installed, including foundations. The 
time per car, as compared with shovel- 
ing, is reduced from a day or two to 
three hours, and the cost from around 
$15 to $5 or less, which covers ten 
per cent annual charge-off. 

As automatic stokers are now 
standard equipment for small plants. 
Stoker coal or small slack is readily 
handled by small capacity conveyors, 
and the additional expenditure for an 
overhead bin with gravity feed to the 
stoker hoppers is well worth while. 

Inexpensive equipment installed in 
a small plant includes a screw con- 
veyor in tandem with a short eleva- 
tor serving the two stoker hoppers. 
Should the attendant neglect to stop 
the conveyor when the hoppers are 
filled, the surplus spills out on the 
floor from the ends of the screw. With 
truck delivery to a coal bin beneath 
the floor, the elevator boot on the 
right is placed for gravity-figw from 
bin to boot. ‘ 

Material-handling equipment today 
is the result of years of experience, 
gradual development and improve- 
ment. Anti-friction bearings, auto- 
matic releases, remote control, dust- 
proof operation, rugged details, and 
fool-proof design are recognized as 
worth extra cost. The final cost of 
one design may be ten or twenty per 
cent less than another but if the 
installation ties itself up the first 
time wet coal or freezing weather is 
encountered, that ten or twenty per 
cent is soon absorbed in trying to 
keep equipment going.—Power, Jan- 
uary, 1938. 


Their Eyes Sell ‘Em 


Joe Lawton has been selling one 
thing and another ever since Ford and 
Olds were tinkering with their first 
models. Today he specializes on local- 
ized lighting and general illumination. 

“Although the entire lighting indus- 
try has been telling the ‘Better Light- 
Better Sight’ story for several years,” 
Lawton says, “it is surprising how 
many plants still are poorly lighted. 
In the average plant I visit, the 
lighting measures about 8 foot can- 
dles, which should be increased to 
somewhere between 20 and 300 foot 
candles, depending on the types of 
work to be done. My job is to make 
them see it. 

“I visited a plant the other day 
and was walking through the shop 
with the superintendent. He pointed 
to a machine and proudly said it 
was worth $8,000. Naturally I 
glanced at the lighting. There, dan- 
gling from the ceiling, was a cord, 
a bulb and a tin shade. 

“*What does the operator earn?’ 





ORDERS and 
REORDER S 


Yes—steam traps, too, can be “*known by the company 
they keep." 


For when such discriminating buyers as these leading 
industrial plants, utilities, institutions and public 
buildings order and reorder Yarway Impulse Steam 
Traps in constantly growing quantities, year after 
year, it can mean only one thing. 


Yarway Traps must be better steam traps. They must 
offer real economies in installation, in maintenance, 
in Fuel, and in general plant efficiency. 


The sensational success of the Yarway Impulse Trap, 
which has already placed it among the trap leaders 
in popular preference, has been built upon this sound 
foundation of user satisfaction. 


Is this consistent money maker working for you? 
Have you discovered the valuable repeat business it 
can bring into your store? Do you know how small 
a stock is required to serve your customers, and how 
its rapid turnover makes every inventory dollar do 


double-duty? 


More than 100 leading mill supply houses now 
feature the Yarway Steam Trap, but there are still a 
few desirable territories open to progressive dis- 
tributors. Write for details. 


YARNALL-WARING CO. 


MERMAID PLACE, PHILADELPHIA 








YAR WAY 


IMPULSE STEAM TRAP 


eben 


Se 





I asked the superintendent. He re- 
plied that the man was paid $1.75 an 


hour. There was a sale placed right 
in my lap. I got my sight meter and 
a sample unit and measured the 
lighting at the working surface, both 
with and without my sample. See- 
is believing so I sold a unit for that 
and the other machines. 

“But how do you get past the buyer 
and into the plant?” 

“Sometimes straight salesmanship 
will do it. If not I dramatize.” 

Lawton has several good stunts that 
have proven sure-fire in selling 
lighting equipment. One of them is 
to put a number of small articles, 
such as watch parts, on a prospect’s 
desk. Then he takes out his watch 
and asks him to count the number 
of pieces. His time is taken, then 
Lawton gets out one of his local- 
ized lighting units and directs the 
light on the desk top. Once again 
the prospect is asked to count and 
the time is taken. Figured out on 
the basis of an hour, Lawton reports 
that the average person would save 
ten minutes in doing this counting 
with the improved lighting. 

Many of his sales are realized by 
going through a plant with the su- 
perintendent and watching the men 
at work. He then can point out 
quickly where a light could speed 
up production and improve working 
conditions.—The Wholesaler’s Sales- 
man, January, 1938. 


Should Salesman Know 
Products or People? 


What makes a good salesman? 
What outstanding qualification should 
a sales manager demand in the men 
who are to represent his company on 
the firing line? 

For fifteen years I have been sell- 
ing in various fields. For almost as 
many years I have been reading ar- 
ticles by sales managers telling what 
they look for in salesman. For a 
long time, first because of necessity 
and now from habit, I have studied 
the “Sales Help Wanted” columns of 
newspapers and periodicals. In at 
least 98 per cent of these articles 
and advertisements it seems that the 
sales managers ignore the one quali- 
fication absolutely essential to a 
salesman’s success—a broad, under- 
standing knowledge of people and 
human nature. 

For example, the sales 
manager for a glove manufacturer 
wants a salesman. What does he do? 
He scribbles or phones an ad’ to the 
classified department of a large met- 
ropolitan daily. And nine times out 
of ten it will read like this: “Wanted 
Salesman to sell gloves. Must be 
experienced in this line and have fol- 
lowing. Write, giving full particu- 


” 


suppose 





lars. 

Do you think that sales manager 
is going to get a real good glove 
salesman as the result of that news- 











GENERAL LIGHTING LUMINAIRES 
Distributed Light 


5 a 5 


Concentrated Light 








(1) RLM standard dome—white porcelain-enameled; white-bow!l lamp. 


(2) Glassteel 


diffuser—white porcelain-enameled; opal-glass globe, clear lamp. (3) Silver-bowl 


diffuser—white porcelain skirt; Alzak insert, silver-bowl lamp. 


prismatic or mirrored glass; clear lamp. 
Alzak insert, silver-bowl lamp. 


(4) High bay—Alzak, 


(5) Equalux—white porcelain-enameled skirt; 




















(6) Angle reflector—inside-frosted lamp. 
lamp. (8) Suplite—150-watt lamp. 
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(7) Industrial projector—l00 or 200-watt 
(9) Suplite—60-watt lamp. 
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paper advertisement? I don’t. If a 
man is a glove salesman with consid- 
erable experience, and if he has a 
following, he probably already has a 
good job selling gloves. 

However, my quarrel isn’t with the 
type of advertisement used by sales 
managers generally—though they are 
in the main pretty bad. It is rather 
with their insistence on the “must 
be experienced in this line” qualifi- 
cation. 

It would seem much more logical 
to find out from a prospective sales 
employee how many years of experi- 
ence he has had meeting all kinds of 
people; what he has sold, and how 
well; whether he radiates enthusi- 
asm; and whether he will work stead- 
ily and hard.—W. Harry Vennart in 
Forbes, January 15, 1938. 


Salesman's Errors 


One of the most common errors 
made by salesmen is the tendency to 
suppose that your prospect knows 
things about your product and its 
application, because they are famil- 
iar to you. 

Your prospect is often in the posi- 
tion where he is hearing many things 
for the first time and you may be 
sure that the majority of selling 
points that you make will be for- 
fotten before you have finished your 
interview. 

Weapons to combat this situation 
are first repetition and then more 
repetition. Tell them and then tell 
them again. It is an extremely ef- 
fective way in instilling sales points 
in the mind of the prospect. 

Another common error is the in- 
troduction of a negative thought or 
making a presentation from the neg- 
ative side. The classic example that 
we have laughed over for years, is of 
course the man, who said as the door 
opened, “You don’t want any svap 
today, do you?” 

It is a common thing for a sales- 
man to call on a prospect and then 
report that it will be a fine account 
if we can get it and it will make 
some substantial profits and com- 
missions. When you see a report 
like this, you can make up your mind 
that this is an account that you will 
not need to get. The salesman’s at- 
titude is entirely wrong. If the 
report had read, “Our installation 
will be of real benefit to the cus- 
tomer. It will fill an existing need 
and will greatly increase the value of 
the customer’s property in addition 
to providing extra comfort and pro- 
tection to his family,” this sale is 
already half closed, because the sales- 
man is thinking of the benefits to the 
customer, instead of the profits and 
commissions that he is going to make. 
—National Sheet Metal Contractor, 
January, 1938. 
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Hazard Wire Rope Division, Dept. MS 
American Chain & Cable Company, Inc., Wilkes-Barre, Pa. 


Send me___copies of your booklet ‘Natural Enemies” 


NAME 
FIRM 
ADDRESS 














@ You will want a copy of this brand new 
24-page book because of the wealth of < Buy ACCO aquatity 
‘ Sdbe 


constructive information it contains. Sign ' 
a A FEW OF THE 137 


Way) AMERICAN CHAIN & CABLE 
WW) 5) INDUSTRIAL PRODUCTS 








and return the coupon—now—before you 


forget. 





This book is far more than a mere adver- 


tisement for a particular brand of wire rope. AMERICAN CHAIN DIVISION 
(DOMINION CHAIN COMPANY, Ltd.,in Canada) 
Weed Tire Chains e Welded and Weldless 
Chain ¢ Malleable Castings ¢ Railroad 
Specialties 
ANDREW C. CAMPBELL DIVISION 
Abrasive Cutting Machines e¢ Floformers 
Special Machinery e¢ Nibbling Machines 
FORD CHAIN BLOCK DIVISION 
Chain Hoists ¢ Trolleys 
HAZARD WIRE ROPE DIVISION 
tay-Set Preformed Wire Rope e “'Korodless” 
Wire Rope ¢ Preformed Spring-lay Wire 
Rope e Guard Rail Cable 
HIGHLAND IRON & STEEL DIVISION 
Wrought tron Bars and Shapes 
MANLEY MANUFACTURING DIVISION 
Automotive Service Station Equipment 
OWEN SILENT SPRING COMPANY, inc. 
Owen Cushion and Mattress Spring Centers 
PAGE STEEL AND WIRE DIVISION 
Page Fence e« Wire and Rod Products 
Traffic Tape « Welding Wire 
READING-PRATT & CADY DIVISION 
Valves ¢ Electric Steel Fittings 
READING STEEL CASTING DIVISION 
Electric Steel Castings, Rough or Machined 
WRIGHT MANUFACTURING DIVISION 
Chain Hoists @ Electric Hoists and Cranes 


Rather, it is a sound treatise on the many 


things that wear out wire rope and how 





either to avoid them or minimize their 
effect. Sheaves—reverse bends—kinking— 
whipping—abrasion and many other 
“enemies” of wire rope are discussed sep- 
arately and constructively. Regardless of 
how or where you use wire rope this book 


will help you. Send for your free copy today. 


HAZARD WIRE ROPE DIVISION 


ESTABLISHED 1846 


AMERICAN CHAIN & CABLE COMPANY, Inc. 
WILKES-BARRE, PENNSYLVANIA 


District Offices: New York, Chicago, Philadelphia, 
Pittsburgh, Fort Worth, San Francisco, Denver, 
Los Angeles, Birmingham, Tacoma 





LAY-SET (fhepormed WIRE ROPE 


ALL HAZARD WIRE ROPES MADE OF 









IMPROVED PLOW STEEL ARE IDENTIFIED BY THE REEN STRAND 
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Belcher & Loomis To 
Hold Show in February 


With a grand prize of a Chevrolet 
sedan to the person submitting the 
best slogan to be adopted, Belcher & 
Loomis Hardware Co., Providence, R. 
I., will open its third annual Open 
House Show on February 12. 

Last year the show was attended 
by 3,500 and a still larger crowd is 
expected for this year’s week-end in- 
dustrial show at which 100 manufac- 
turers of industrial supplies and 
equipment will exhibit. 

Show specials of different products 
will be offered during the three days 
together with several other attrac- 
tive and unusual features. Exhibit- 
ors’ booths will be attractively ar- 
ranged, each one being a different 
style and color. 


A sales meeting in Elizabethport, N. J., of 
the Dieh| Mfg. selling staff marked the com- 
pany's 50th anniversary 
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The sales staff of Osborn Brush gathers in 
Cleveland for a two-day conference at 
which the 1938 program was mapped out 


How the display and demonstrating space 
of Hunter & Havens, Hartford, has been 
rearranged to care for the line of Walker- 
Turner recently taken on 














‘ — 


I hear you're planning for 
a great year on industrial 


rubber goods. What are 








you going to handle 7? 








= ats 














Ask about the HEWITT profit franchise. HEWITT RUBBER CORPORATION, Buffalo, N.Y. 


HOSE e CONVEYOR AND TRANSMISSION BELTS @© PACKING 
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Here is the observatory built by Black & 
Decker salesman A. R. Luechinger at Wan- 
tagh, L. |., where he is now working on an 
unusual photographic atlas of the stars 


Richard Alcott, executive v.p. of Riechman- 
Crosby, Memphis, and T. C. Guinee, secre- 
tary, snapped at the banquet that closed 
the firm's recent two-day sales meeting. 


Barrett, Representative 
For Lunkenheimer, Dies 


J. M. Barrett, northwestern repre- 
sentative of the Lunkenheimer Co., 
died at his home in Portland, Ore., 
December 30, at the age of 62. His 
acquaintanceship extended to practi- 
cally the whole industrial field of that 
section, where he was greatly admired. 

He was of the Barrett family 
closely identified with the develop- 
ment of Portland, which also founded 
the Barrett Co., in the wholesale 
plumbing and electrical field. This 
was years ago absorbed by the Crane 
Co. He later became connected with 
the M. L. Klein Co. industrial dis- 
tributors. When that was dissolved, 
his connection with the Lunken- 
heimer Co. began, which he faith- 
fully and efficiently served for the 
last 12 years. 


Agent for Unit Heaters 


The Wilson Engineering Corpora- 
tion, 122 South Michigan Ave., Chi- 
cago, Illinois, has been named dis- 
tributor for the railway equipment 
manufactured by the Unit Heater 
& Cooler Co., Wausau, Wisconsin, a 
division of D. J. Murray Mfg. Co. 
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Davis Forms Own 
Distributor Organization 


Since the partnership of Davis & 
Kullberg, of Portland, Ore., was dis- 
solved last fall, Lester L. Davis has 
formed the Davis Industrial Products 
Co. and is operating at the original 
headquarters. 

Lisle Peterson is outside salesman 
with Mr. Davis also spending the 
major portion of his time on the out- 
side. Norman Burke looks after the 
counter sales and stock. This firm 
is a specialty industrial distributor, 
the principal lines being Westinghouse 
are welders, Page electrodes, Meco 
gas welding and cutting equipment, 
Kingswell bronze bearings and Stan- 
ley electric tools. 


Another recent sales meeting of note was held last month at the cabin of J. R. 
Coffing "on the banks of the Wabash" for the go-getting sales crew of the 
Coffing Hoist Co. Here's the bunch lined up for a photo amid rustic, pleasant 
surroundings 





Officers of the recently formed "Keystoners” club in Philadelphia are, left to 
right, Wm. J. Eberlein (Greenfield Tap & Die), vice-president; David Moffat 
(L. S. Starrett) president; and Arthur E. Meigs, manufacturers’ agent, secretary 
and treasurer 
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NOW.. a Complete Line of 


SKILSAW DISC SANDERS 
for the Industrial Market! 


A fast-selling line of up-to-the-minute 
tools that offers you a BIG market—in indus- 
trial plants, repair shops, sheet metal shops — 
wherever grinding or sanding is done. Now you have 
a model for every need . . . something to sell to every prospect! 
Demonstrate SKILSAW DISC SANDER and you will build sales 
volume and win new satisfied customers! 


SOLD ONLY THROUGH RECOGNIZED DISTRIBUTORS 


SKILSAW, INC., 3310-20 Elston Ave., Chicago 
214 E. 40th St., New York e 52 Brookline Ave., Boston e 1429 Spring Garden, 
Philadelphia © 1253 S. Flower St., Los Angeles ¢ 2065 Webster St., Oakland. 


VBORABRBAL TAESARAG WX 









































+ SAWS + DRILLS + BELT SANDERS + DISC SANDERS + GRINDERS + BLOWERS - 
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Says “STOP” In 
Every Language 


IETZ 


LANTERNS 
STREAMLINE MODELS 


RED is the only color that universally 
means DANGER \f your contractor 
customers want night signals that mean 
exactly what they say—that are uni- 
versally understood and no doubt 
about it—that fully protect both ve- 
hicular and pedestrian traffic and 
avoid risk of legal entanglements— 
SELL THEM DIETZ LANTERNS with 


genuine ruby globes. 





In brief, sell bigger value than ever be- 
fore in red lanterns—Dietz 'Monarch" 
and "Little Wizard" Lanterns—now in 
handsome, practical STREAMLINE 
MODELS, with curves everywhere to 
spill off wind and storm. All original 
superiority of lighting power and long 
burning reliability, also improved non- 
tip broad fount, bail that can't pull 
out, high efficiency burner, and pro- 
tective coating of Grade A Charcoal 
Tin in new process bright finish. 


Cash in on the extra value and in- 
creased salability of these popular 
Dietz Lanterns. 


* 
(HIGHEST GRADE TORCHES—TOO) 
es 


ee ee a ae 
NEW YORK 


MAKERS OF LANTERNS FOR THE WORLD 
Founded 1840 
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Meet up with R. S. McBeth, general man- 
ager of the Sawtooth Co., well-known dis- 
tributing and manufacturing organization 


of Boise, Idaho 


Shugg Re-elected Head 
of Exhibitors Council 


L. W. Shugg, division manager of 
General Electric Co., was recently re- 
elected president of the Exhibitors 
Advisory Council, a national organ- 
ization of industrial and trade exhib- 
itors which has as its main function 
the accumulation and dissemination of 
data on all types of shows and exhibi- 
tions. 

Other officers elected at this annual 
meeting of the board of directors 
held in New York City were: vice- 
president, S. A. Knisely, director of 
advertising, Republic Steel Corp.; sec- 
retary, E. A. Phoenix, assistant sales 
promotion manager, Johns-Manville 
Corp.; executive secretary, William A. 
Hemming, and treasurer, R. H. 
DeMott, general sales manager SKF 
Industries, Inc. 

The newly elected officers are mem- 
bers of the board of directors together 
with several others from various 
prominent companies, which include 
E. J. Billings, executive assistant The 
Babcock & Wilcox Co.; R. G. Crevis- 
ton, director advertising and sales 
promotion, Crane Co., and J. F. Mc- 
Namara, sales manager International 
Nickel Co. 


Increase in Floor Space 


Increased business has caused the 
Manfacturers’ Supply Co., Grand 
Rapids, Mich., to lease another floor 
at their present location at 64 Ionia 
Ave., S. W. McKay chain and Ray- 
O-Vac batteries and flashlights are 
new equipment recently added to the 
stock. 
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Cutler-Hammer Forms 
New Canadian Organization 
Cutler-Hammer, Inc., Milwaukee, 


Wis., as part of its foreign trade 
activities, has announced that a com- 


pany known as Canadian Cutler- 
Hammer, Ltd., has been organized 
for the purpose of manufacturing 


motor and generator control products 
for the Canadian market. 

The company will be a subsidiary 
of the Amalgamated Electric Corp., 
Ltd., which will provide the manu- 
facturing facilities. The new com- 
pany’s headquarters address will be 
384 Pape Avenue, Toronto 6, Can- 
ada. The Northern Electric Co., of 
Canada, for many years the princi- 
pal distributor for Cutler-Hammer 
in Canada, will act as the distribu- 
tor for the new Canadian company. 


Wechter New Manager 
For Worthington Pump 


W. E. Wechter has been appointed 
manager of oil and gas engine sales 
for the Atlantic division by the Worth- 
ington Pump & Machinery Corp. Mr. 
Wechter succeeds R. L. Howes, 
cently resigned. 

Mr. Wechter, in his new position 
will supervise oil and gas engine 
sales in the Atlantic seaboard terri- 
tory with headquarters at 2 Park 
Ave., New York City. 


re- 


Garrison Co. Absorbed 


Announcement has been made by 
the Diener-Dugas Fire Extinguisher 
Corp., of Chicago, of the purchase of 
the Garrison Engineering Co., of 
Great Barrington, Mass. Manufac- 
turing and executive headquarters are 
consolidated at Chicago. 





It took H. C. Hopkins some time to get 

his desk cleaned up for this picture, be- 

cause it's usually piled high with the work 

he does for Reilly Bros. and Raub, in 
Lancaster, Pa. 



























































Double Your Fan Sales 


‘Victor 


NO-DRAFT FAN S 


@ Here's the most powerful sales feature ever 
offered fan buyers. Victor's “Miracle Breeze” 
sets a new standard for fan performance — plenty 
of fresh cooling breezes, but no drafts or sudden 
blasts! And, every Victor Fan is quality-built 
to give years of trouble-free service. Equipped 
with Victor’s own Super-Powered motors, they 
out-perform all competition. You can double 
your fan sales this year by featuring Victor's 
“Miracle Breeze” and showing your customers 
the famous Victor Ribbon Test. It’s the greatest, 
sure-fire sales demonstration ever developed for 
boosting fan business. Write today for complete 
details on how to cash in on this sensational 
fan selling feature—Victor’s “Miracle Breeze.” 


VICTOR ELECTRIC PRODUCTS, INC. 
744 Reading Road 
Cincinnati, Ohio 


Makers of Victor In-Bilt 
Kitchen Ventilators 


= 


NEW! FREE! ay 


Just off the press!... 
Write for your copy of 
Victor's 1938 catalog today! 
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Robie New Manager 
Of F-M Diesel Sales 


The appointment of T. M. Robie 
as manager of the diesel sales divi- 
sion of Fairbanks, Morse & Co., has 


T. M. ROBIE 


been announced by A. C. Dodge, vice- 
president in charge of sales. 

At the University of Michigan Mr. 
Robie specialized in the study of in- 
ternal combustion engines. He was 
then employed by General Electric 
Co. on locomotive tests and on de- 
velopment of high-speed opposed-pis- 
ton diesel generating sets for station- 
ary and diesel-electric railway loco- 
motive application. He operated die- 


| sel power plants in New Mexico for 


two years previous to entering war 


| service. 


With his experience in the fields of 
manufacturing, operating and sales, 
Mr. Robie is well fitted to carry out 
the duties of his new position as man- 


ager of the diesel sales division. 


Stanley Tools Packed In 
Attractive Selling Units 


New convenient merchandising as- 


| sortments of Stanley chisels and 


punches, packed in orange and blue 
boxes, are now being distributed by 


| the Stanley Works, New Britain, 
| Conn. 


These new assortments display the 
chisels and punches to advantage and 
make effective selling units. Reserve 
stock is contained in a lower com- 
partment. 


American Hoist Sales Head 


Stanley M. Hunter has been ap- 
pointed sales manager for the Amer- 
ican Hoist & Derrick Co., of St. 
Paul, Minn. He has been a member 
of the organization for the past two 
years. 





The New Van Dorn Utility Power Drill Line 


This advertisement will introduce the new Van Dorn Utility Power Drill 
line to your customers and prospects—drills that will open a new and wider 
field of selling for you. These drills offer for intermittent service the same 
high power and torque as more expensive, heavy-duty production units. 
Their low price makes them economical for replacing production type drills 
now being used on maintenance work, emergency repair work and other 
intermittent operations where a fast drill is not needed. Their low speed and 
high power makes possible the use of carbon bits, wood augers, hole saws 
and other accessories. Made in 54”, 34” and 7%” sizes. The Van Dorn 
Electric Tool Co., 717 Joppa Rd., Towson, Md. (Div. of Black & Decker Mfg. Co.) 
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FOR STEADY PROFITS 












HOLO-KROME 
FIBRO FORGED SCREWS --. ‘Mmfasling Performance () Quality 


LN ‘ 
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alo-Kr. 
FIBRO FORGED 


trade mark 


Socket Screws 


Consistently advertised to the con- 


stantly increasing number of 


Socket Screw users— 


Campaigns to promote greater 
sales thru the Distributor— 


"Quality" in 
comparable test by users— 


Recognized every 


100% Distributor Sales Policy— 


Holo-Krome Distributors build 
"VOLUME at a PROFIT" 


THE HOLO-KROME SCREW CORP. 
HARTFORD CONN., U. S. A. 
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| New Representatives For 
Roots-Connersville 


Additional representatives have re- 
cently been appointed for the sale of 
Roots-Connersville turbine pumps. 

Arthur N. Goff, Fond du Lac, Wis., 
who has three salesmen associated 
with him, will cover the Badger State 
with the exception of a few counties 
comprising the Milwaukee area. 

F. W. Bartling and G. T. Ober- 
klein, Cincinnati, Ohio, will cover the 
southwestern section of Ohio, as well 
as counties in north-central Ken- 
tucky, as far south as Lexington, and 
a few adjacent counties in Indiana. 


Catalog To Be Issued 
By Riechman-Crosby 


The Riechman-Crosby Co., Memphis, 
Tenn., has announced a new general 
catalog to be published by R. R. Don- 
nelley & Son, Chicago. The catalog 
will contain descriptions, prices, and 
information on mill supplies and ma- 
chinery for every industry. It will 
also carry a complete set-up of elec- 
trical wiring and supplies. 





Distributor for Medart Co. 


The Medart Co., St. Louis, Mo., 
| manufacturers of power transmis- 


| sion machinery, announced recently 
| the appointment of Manning, Max- 
well & Moore, Inc., mill supplies di- 
vision, Jersey City, N. J., as author- 
ized distributors for the entire line 
of Medart products. 








Paul Kullberg opens up the new year with 
his own organization, Industrial Specialties 
Co., Portland, Ore. He was formerly of the 
firm of Davis & Kullberg and recently started 
his own specialty distributing business 




















IN SMALL DRILLS AND LARGE 
DRILLS, MORSE QUALITY 
STANDS FOR PRODUCTION 
EFFICIENCY ... REGARDLESS 
OF SIZE, YOU CANNOT SELL A 
BETTER DRILL THAN MORSE 


| TWIST DRILL AND 
MOR MACHINE COMPANY 
NEW BEDFORD, MASS., U.S.A. 


NEW YORK STORE: 130 LAFAYETTE ST. - --- CHICAGO STORE: 570 WEST RANDOLPH ST. 
eine ee ee 
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BARNES 








Barnes “Special Unbreakable” Blades have 


spring and flexibility combined with hardness 
and uniform temper. We harden them care- 
fully and give them a special treatment so they 
will not break in use. They comprise one item 
in the Barnes Line—there’s a good Barnes 


Blade for every cutting job. 


Barnes Blades are a good line to handle. 
They've built a reputation for themselves 
That 
makes them easy to sell. They perform satis- 


among hack saw and band saw users. 


factorily in your customer's plant—they bring 
the customer back to you when he needs more 
blades. 


W. 0. BARNES CO., INC., Detroit, Michigan 
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"Tony" Glesener, head of the A. J. Glesene: 

Co., San Francisco, about to step into his 

car following a luncheon at the beautiful 
Olympic at Lakeside Country Club 





M. M. Jones Heads 
Leather Belting Group 


Mark M. Jones, of the Akron Belt 
ing Co., was elected president of the 
American Leather Belting Association 
at its annual meeting December 153 
in New York City. 

Other officers elected at the meeting 
were: first vice-president, J. Edgar 
Rhoads, J. E. Rhoads & Sons; second 
vice-president, George IL. Abbott. 
Alexander Bros., Inc.; treasurer, A) 
thur H. Rahmann, Geo. Rahmann & 
Co.; and secretary, J. L. Nelson. 

Assisting these officers on the board 
of directors are: Philip C. Brown, 
I. B. Williams & Sons; Aaron E. Car 
penter, E. F. Houghton & Co.; Ed 
ward H. Ball, Chicago Belting Co.: 
William T. Bell, Page Belting Co.: 
Fred E. Barth, Graton & Knight Co.., 
and G. Arthur Schieren of the Charles 
A. Schieren. 


Chicago House Offers 
Space to Manufacturer 


Located in a building of three floors. 
each 60 by 150 ft., a Chicago distrib 
utor with a sales force of fourteen 
men has rental space available to a 
manufacturer desiring to stock and 
sell other distributors without inter 
ference. 

The distributor’s staff of fourteen 
men is available to assist in develop 
ment work in promoting sales. An) 
manufacturer interested in this offer 
may write MILL Suppiies for the 
distributor’s name and further de 
tails. 


New Salesman 


The A. J. Glesener Co., San Frar 
cisco, announces the promotion of J. 
Muller from counter clerk to outside 
salesman. The company recently bi 
came distributors for gears and speed 
reducers of the Charles Bond Co. 
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° New 


MEDART-TIMKEN CATALOG 
Get the new Medart-Tim- 
ken Catalog No. 75—it 
contains valuable engineer- 
ing and estimating data — 
handy for everyday use. 


Witty FREE 





ROLLING POWER 


You can make more sales — easier — at less selling cost — when you sell 
the smoother, faster production assured by Medart-Timken Anti-friction 
Pillow Blocks, Hanger Bearings, Flange Units and Flange Mounts . . . They 
are easy to install—easy to remove —require no attention after instal- 
lation, except occasional lubrication...Sealed against leakage of lubricant 
—dirt cannot enter the housing ... Completely assembled and lubricated 
before shipment. 


Furnished in 4 types: For General Purpose Applications...For High Speeds 
and Shock Loads...For Conveyor and Machinery Applications... For Light 
Duty General Purpose Applications. 


THE MEDART COMPANY 
Genera! Offices and Works: 3514 DeKalb Street, St. Louis, Missouri 


ENGINEERING SALES OFFICES: Cincinnati, Cleveland, New York, Buffalo, Philadelphia, 
Chicago, Pittsburgh, New Orleans, San Francisco, Los Angeles, Dallas, Denver, Charlotte, 
Birmingham, Milwaukee Minneapolis, Atlanta, Detroit, Grand Rapids, Kansas City 
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Where Extreme STRENGTH 


is Required 
CATAWISSA 
a 


UNIONS 
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Sell Catawissa 
Double Extra 
Heavy unions with 
complete confi- 
dence that they 
will resist the se- 
verest usage un- 
der the most 
extreme condi- 
tions. The safest 
unions to use with 
double or triple 
extra heavy pipe. 
Withstand shock, crystallization, breakage. Tested hydrostatically at 
12,000 Ibs.; recommended for actual cold working pressure up to 
6,000 Ibs. Carefully handground, inspected and tested with air under 
water to insure holding properties. Sizes !/,’” to 2’’-—black. 


HAI) | 



































For use on power piping, hot oils, high temperatures, 
ammonia, high pressures of 
gases and liquids. 


} 


Catawissa standard 
weight unions made of 
forged steel for ordi- 
nary piping are com- 
parable in price to 
better grade malleable 
iron unions, Sizes |/,” 
to 3”—Black or 


Udylited. 


Wy iepecapyyyyy 





The CENTRAL FORGING CO. 


Catawissa Forged Steel Unions and Valves 


CATAWISSA ° PENNA. 
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Limbach Sales Director 
For Riverside Foundry 


Henry C. Limbach was _ recently 
appointed director of sales and engi- 
neering of the Non-Ferrous division 
of the Riverside Foundry & Galvan 
izing Co., Kalamazoo, Mich. 

Mr. Limbach, with the aid of the 
Riverside organization, recently de- 
veloped a scientific process of making 
high lead bearing bronzes. The story 
of this new development in lead bear- 
ing bronze has been prepared in bul- 
letin form and is available to all those 
interested. These new products are 
now being introduced to the indus- 
trial trade. 


Record System for 


| Distributor Outlets 


To improve the results of its pro- 
gram of merchandising through dis- 
tributors, the Wailes Dove-Hermiston 
Corp., has developed a unique and 
practical form for checking the ac- 
tivities of each industrial sales outlet. 

The company has installed a file in 
which the records of each distributor 
are kept in a separate book. Various 
sections in the book allow for keeping 
check on the outlet unit’s activities, 
purchases, sales, inventory, turnover, 
etc. In addition, there are extensive 
analysis sheets covering various 
phases of merchandising the firm’s 
lines, and ample provision for re- 
cording each point of importance 
about the distributor’s progress in 
selling these lines. 


New Representative 


The Utica Drop Forge & Tool 
Corp., recently appointed the Delevan 
Engineering Co., Des Moines, Iowa 
as representatives for Iowa, Kansas, 
Nebraska, North Dakota, South Da- 
kota and certain sections of Missouri 
and Minnesota. 





A heated discussion on the future outlook 
for industrial sales is going strong here, 
with (left to right), R. S. Mast, Standard 
Pressed Steel Co., Mr. Hashel, J. E. Dil- 
worth Co. salesman and J. C. Blackmer also 
of Standard Pressed Steel all giving their 
opinions at Dilworth's main office in 
Memphis, Tenn. 








LINCOLN 


LUBRICATING EQUIPMENT 
IS A MAJOR LINE WITH US 
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4 
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ae 
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LINCOLN ENGINEERING COMPANY 


PIONEER BUILDERS OF LUBRICATING EQUIPMENT 
GENERAL OFFICES, ST. LOUIS, MO FACTORIES: ST. LOUIS, MO., DETROIT, MICH 
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NORTH — SOUTH — EAST — WEST — Progressive distributors | 


are combing their territories more thoroughly with new Donnelley- | 


compiled catalogs. 





During the last 14 weeks of 1937 


distributors in 20 states 


ordered new catalogs 
to be compiled by Donnelley’s 


It is significant that 93% of these distributors knew from their 
own past ex perience that Donnelley-compiled catalogs help 
a distributor secure a larger share of the potential business. 


R. R. DONNELLEY & SONS COMPANY | 


THE LAKESIDE PRESS 
350 EAST TWENTY-SECOND STREET, 
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CHICAGO, ILLINOIS | 


A four-high three-stand tandem mill, rolls 
the cold strips in one operation at the 
Jones & Laughlin Steel Corp's new 96-inch 
continuous strip and sheet mill in Pittsburgh 


Jones & Laughlin Complete 
$25,000,000 Strip Mill 


The new strip mill of Jones & 
Laughlin Steel Corp., Pittsburgh, re- 
cently completed, with all departments 
in production has a monthly capacity 
of 60,000 gross tons and provides 
employment for 1,200 men. 

The entire plant is of the latest 
design and has many improved fea- 
tures for the production of flat rolled 
products. The plant has a hot rolling 
division consisting of a four-high-roll 
type of hot mill train with a full com- 
plement of heating furnaces, tables, 
shears, trimmers, levelers, pilers, coil- 
ers and other necessary equipment for 
finishing and shipping hot rolled ma- 
terial. A cold rolling division has 
four-high-roll type cold rolling mills 
set in tandem and four-high-roll type 
and two-high roll type temper mills set 
singly, and a full complement of fin- 
ishing equipment, including picklers, 
heat-treating furnaces, shears, trim- 
mers, levelers and shipping facilities. 

This huge mill, which extends for 
half a mile along the Monongahela 
River is the principal unit in the 
Jones & Laughlin expansion and im- 
provement program. A motor room 
which houses twelve motors develop- 
ing a total of 39,000 hp., drives the 
scale breakers and roughing and fin- 
ishing stands of the hot mill. An 
unusual feature is the welded steel 
plates which completely seal the 
motor room from water and dirt. 

A 56-page mimeographed pamphlet 
has been prepared by the firm for 
those interested in this new steel 
mill. All the processes in the making 
of rolled’ steel is _ interestingly 
described together with constructional 
features of the mill and its equip- 
ment. 


Three Lines Added 


Pye-Barker Supply Co. of Atlanta. 
Ga., now handle Dixie logging tools, 
Alemite air hose nozzles and Red 
Clover emery cloth and sand papers. 





LIGHT WO 


LONG JOBS 





PRECISION SHOP EQUIPMENT 





They're handsome and even more 
durable and efficient than they are 
beautiful, these new "Goodell-Pratt" 
screw drivers with their bright red, 
transparent Permaloid handles. Un- 
breakable, and proof against electric 
shock, the new grips are extra long 
and deeply grooved for a firm, com- 
fortable hold. Blades are everlastingly 
anchored—guaranteed never to twist 
in the handles. Made of selected 
high-grade steel they are heat 
treated for super-toughness through- 
out their entire length. Bits are cross 
ground. 

Finished to appeal to 
everyone who recognizes 
fine tools, yet priced for 


MILLERS FALLS 
OOL 


GOODELL 
PR 


11300 GOOD TooLs) 


| 





. 850 Phillips Screw 
Driver. All sizes. 


. 851 Standard. 
4” to 12” blades. 


. 852 Square. 
4” to 12” blades. 


. 853 Cabinet. 
3” to 10” blades. 


. 854 Stubby. 


. 855 Vest Pocket, 
with clip. 











quick turn-over and attractive profit 
these new screw drivers will literally 
provide you with a new grip on new 
business. 

Write today for full particulars on 
these new "Goodell-Pratt" screw 
drivers and other out- 
standing additions to the 
famous Millers Falls line. 








Millers Falls Company, Greenfield, Mass. 
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} | Chandler-Boyd Co. Drops 


“Supply” from Firm Name 


Announcement has been made that 
the official title of the Chandler-Boyd 
organization in Pittsburgh will be 
“Chandler-Boyd Co.”, instead of the 


| former name, “Chandler-Boyd Supply 


Co.” This change was made because 
of a diversification of activities and 
increased business and the firm char- 


| acter has been amended to this effect. 
| No change in personnel or manage- 
| ment has been made. 


| 
| 
| 
| 


During the past year two new 
special sales departments have been 
added. They are the stainless steel 
department handling various ware- 
house stocks of numerous types of 
stainless steel and the heating de- 


| partment managed by E. W. Stitt, who 


is in direct charge of sales of pipe, 
valves, fittings, boiler radiators and 
Dunham heating equipment. 


Marine Specialty Co. 


| Moves Into New Quarters 


Marine Specialty & Mill Supply Co., 
New Orleans, La., recently moved to 
a new building at 201 Julia St., in- 
creasing their previous floor space by 


| 10,000 sq. ft. and facilitating the more 


' | rapid handling of orders. 


Periodical sales meetings are held 
in a new sales and display room to 
discuss sales problems that arise and 
to stimulate sales. The company’s 


mailing program includes sending out 


envelope stuffers regularly of the 
various manufacturers’ products they 
represent. 


Oo. C. Wahl Dies 


O. C. Wahl, president of the Wahl 
Refractory Products Co., Fremont, 


Ohio, died recently at his home in 
Fremont. His passing will be deeply 
felt by his many friends in the in- 
dustrial field. 


o opeiarh ’ 


wa 





O. C. Wahl, a few months before his death, 

seen with his daughter. Mr. Wahl was pres'- 

dent of the Wahl Refractory Co., Fremont, 
Ohio 
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Write us for the names of 
Pipe Nipple Manufacturers 
near you who are qualified to 
use this “Seal of Tested 
Quality.” 


ONES’ BUILDING: weak nipples are a constant source of grief and 
expensive replacement. 

Smith's Building: never any nipple trouble. Why? 
Jones bought just “pipe nipples” . . . didn’t know that some pipe nipples 
are made from second-hand pipe, weak and old the kind that cause 
“nipple weakness.” 
Smith, however, made sure his pipe nipples were made from new, 
full-weight, mill-tested pipe. He didn't go to any trouble about it 
—-just ordered from a jobber who handled nipples of an N.A.P.N.M. 
Member, who cou/dn’t manufacture anything else but Pipe Nipples 
made from new pipe . . . every inch tested and standard weight! 





NATIONAL ASSOCIATION 
Write for a copy of this folder! 
Kis the steyef niece = OF PIPE NIPPLE MANUFACTURERS 


with the best. 


UE eK 


CLARK BUILDING ... .«. « «-+ « PITTSBURGH, PENNA. 


‘ 
’ 
. 
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O. K’d. 
28-year Policy 


Distributors have had all of 28 years in which to form and 
confirm their views of the Allen policy of selling only through the 
Distributor. 


We can offer no evidence that the perfect 100°% Distributor 
policy has only recently been found and is now being practiced 
for the first time. 


In a form as nearly perfect as we could make it, the present 
sales-policy of the Allen Company has been practiced since 1910; 


succeeding years have strengthened its operation and influence. 


The O. K. of the wholesale houses is registered plainly by 
the large plurality of Distributors handling Allens. There seems 


no truer indication of the kind of sales-policy you want. 


THE ALLEN MEG. COMPANY 


BArTrorD, Conn. U.$.A. 
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Harry Pulver of Pulver Machinists Supply 

Co. Chicago is out for an early morning 

walk while enjoying a much needed vaca- 
tion at Hot Springs, Ark. 


Braddock of Caterpillar 
Tractor Dies in Chicago 


While on a business trip to Chicago, 
G. E. Braddock, assistant advertising 
manager of Caterpillar Tractor Co., 
suffered a cerebral hemorrhage and 
passed away after an illness of 10 
days at St. Luke’s hospital, that city. 

On July 1, 1928, Mr. Braddock 
joined the advertising department of 
Caterpillar Tractor Co. at its San 
Leandro, California, office and _ re- 
moved to Peoria, Illinois, when the 
executive offices were transferred 
there in 1930. He was named assistant 
advertising manager in 1932. He was 
recognized as a national authority on 
advertising production and _ layout. 

Surviving are his widow, a _ son, 
G. E. Braddock, Jr., and his mother, 
Mrs. Anna L. Evans, Los Angeles, 
California. Funeral services were held 
in Peoria, January 17 with interment 
at Parkview Cemetery. 


Irwin Auger Bit 
Has New Finish 


A new finish to give its bits more 
“eye appeal” has just been intro 
duced by The Irwin Auger Bit Co., 
Wilmington, Ohio. This new finish 
gives the bit a bright and sparkling 
appearance. 

A merchandising campaign in cor 
nection with distributors has _ been 
worked out and will be used in con 
junction with a series of advertise 
ments in several hardware publica- 
tions. 
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Right now the greatest advertising campaign ever 
devoted to a single tool is creating a swift, steady current of 
business for Nicholson, Black Diamond and McCaffrey Files. 

Are you fighting the current . . . or going with it and 
making money and progress selling one of these three lead- 
ing brands? NICHOLSON +3 

Nicholson, Black Diamond and McCaffrey File advertising BLACK <> DIAMOND | 


is tough competition but great support." Let it help you McCAFFREY 
make more sales and more profits now. Nicholson File Co., ' @ 


Providence, R. |., U.S. A. 


ee 


MADE IN THESE BRANDS 


PATENTS PENDING 
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- Salability + Profit - 
* Policy « 


THIS 6-POINT CERTIFIED 15 DISTRIBUTOR PLAN 
Guarantees ALL 3/ 


|. Full Line 
2. Super-quality 


4. Protection 
5: Good Profit 
6. Sales Aid 


A sound foundation for electrical tool sales and profit. 


; 3. Economical Price 


YOU HAVE GREATER SALES OPPORTUNITIES 


WITH THE COMPLETE U. S. LINE 
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U. S. ELECTRIC DRILLS 


From the 4” Aero, Automatic and Midget 
models to the 2” Heavy Duty types, U. S. 
electric drills are designed for exceptional 
lightness combined with powerful, rugged 
service. U. §S. electric drills have a uni 
versal reputation for perfect balance and 


comfortable grip which enables the operator 
work with less effort 


to do moire 
















U. S. PORTABLE ELECTRIC SAWS 


Made in six sizes, from 6” to 11”... 


which cut depths from 1%” to 4 
Light in weight, but sturdy in con 
struction. Unusually well designed, 
with protection guards: instantly 
adjustable patented beveling device 
which sets at any angle without 
tri-square; blower keeps work clean. 
Does rafter, bevel, cross, rip, plane, 
floor and pocket cutting on stone 
slate, wood or any other building 
material 





U. S. 


New design 


PORTABLE ELECTRIC SANDERS 


(dust-proof) switch shielded 
breakage More power--improved balance 
(in light, standard and heavy duty models) anid 
®”; streamline design; air conditioned (air cleaned 
with a filter before entering tool) 7” Standard 
Sander available in two 


DRILLS - BUFFERS + GRINDERS 


THE STANDARD OF QUALITY SINCE 1897 


from 


speeds 








THE UNITED STATES ELECTRICAL TOOL CO. 


2498 WEST SIXTH ST., CINCINNATI, OHIO 
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Out at the Coffing cabin on the banks of 
the Wabash in Indiana are the salesmen 
and executives of the Coffing Hoist Co., at 
the close of their annual four-day sales 
conference. Seated are the three heads of 
the company (right to left) R. R. Book- 
water, F. W. Coffing and J. R. Coffing 


Coffing Hoist Holds 
Annual Sales Meeting 


Coffing Hoist Co., Danville, IIl., 
held its annual sales conference re- 
cently, devoting each day of the three 
day conference to a different phase of 
the company’s activities. This meet- 
ing was planned and in charge of 
J. R. Coffing, general sales manager 
of the organization. 

The opening day a general discus- 
sion of individual problems of sales- 
men regarding reports and other mat- 
ters was held. A general sales meet- 
ing opened the second day of the 
convention, a study being made of 
new items, methods of assembly and 
all changes made in hoists during 
1937. 

The following day a discussion on 
“Cooperative Selling’ was held with 
talks on “Jobber and Consumer Re- 
lations” and “Sales Promotion and 
Advertising” the closing day of the 
conference. James R. Coffing led 
these discussions which were most in- 
teresting and informative. 

At the close of the convention a 
banquet was held at the Coffing cabin 
on the Wabash river in Indiana with 
a talk by E. J. McOsker, editor of 
MILL SUPPLIES. 

Two recent additions to the com- 
pany’s sales staff are William R. 
Redman and Philip Hawes. Mr. Red- 
man has for the past three years 
been in the Coffing factory and in the 
field a part of the time as a special 
factory representative. Mr. Hawes 
has had considerable past experience 
in the sales field having been district 
sales manager of the Western Brick 
Co. for twelve years and for five years 
served as general manager of E. C. 
Lamm & Co. 


Roby Increases Lines 


Johnson Bronze Co.’s products and 
Bassick casters are now handled by 
The Sidney B. Roby Co., Rochester, 
NN. =. 
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Sei sto ADVERTISEMENT 
APPEARING IN 
Power 


West Coast Lumberman 
Construction Methods 
Mill & Factory 
Timberman 
Oil and Gas Journal 
Petroleum World 
Rock Products 
National Engineer 
Oil Weekly 
Buildings & Building 
Management 
Iron Age 
Western Construction News 


A trained wire rope salesman who knows 
economical wire rope practice as well as technicalities is at your service. He will 
gladly call on any of your prospects with you or alone in your interests. His kind 
of service makes customers that will stick to you. Write for distributors’ and 
cooperative advertising plans. 


WICKWIRE SPENCER 
STEEL COMPANY 


General Offices: 41 East 42nd St., New York City 
Worcester - Chicago - Buffalo - San Francisco 
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HARTFORD, CONNECTICUT, U.S. A. 


Selective 
Distribution 


You have read a lot about Selective 
Distribution—Here's what Billings’ Selec- 
tive Distribution means: 


First, selecting the minimum necessary 
number of aggressive distributors who can 
adequately service a territory, and then 
working with and directing to these Se- 
lected Distributors sales profitable in 
volume, spread, and stock turn-over. 
Custom-built marketing plans based on 
individual territorial surveys, national ad- 
vertising and forceful promotional liter- 
ature, missionary sales aid, and an 
engineering counsel, backed by a manu- 
facturer squarely behind his distributors— 
that, Gentlemen, is Billings Selective 
Distributor Policy. 


Are you interested? Write today. 


NEW POCKET 
SIZE CATALOG 


One of the many sales helps 
available to Billings Distribu- 
tors—Mechanics and Plant 
Maintenance men want this 
5” x 7” pocket size catalog 
of Billings Forged Tools. 














Once a Mid-Westerner, now on the Coast. 

F. A, Haines did his early hitches in the 

supply business back in Detroit. Now he's 

secretary-treasurer of the Washington Hard- 
ware Co., Tacoma, Wash. 





Meiter To Manage 
Worthington Branch Office 


Worthington Pump and Machinery 
Corp., of Harrison, N. J., announces 
the appointment of W. A. Meiter as 
manager of its Buffalo, N. Y., sales 
office. 

Mr. Meiter has been a member of 
the Worthington organization since 
his graduation from Ohio State Uni- 
versity in 1927, and has served the 
major portion of his time as a sales- 
man in the corporation’s Cleveland 
territory. In his new position, Mr. 
Meiter will succeed Mr. C. C. Scott, 
who will work in the Buffalo district. 


Towner Hardware Increase 
Space, Stock and Staff 


A new steel warehouse and the re- 
modeling of the supply salesroom has 
just been completed for the Towner 
Hardware Co., of Muskegon, Mich. 
Youngstown pipe, Stockham pipe fit- 
tings and Batfield refractories are all 
new products now carried in stock. 

W. C. Cone, formerly assistant 
manager of the Link-Belt Co.’s Mus- 
kegon office, is now a member of the 
Towner sales force covering terri- 
tory north of Muskegon. Sales meet- 
ings for the entire organization are 
held twice a month. George Towner, 
president of the firm, is spending the 
winter in Florida. 


To Sell Contractors 
For H. W. Mills & Co. 


Domenico “Tom” Gentile has 
joined the sales staff of the Passaic 
store of H. W. Mills & Co., Pater- 
son, N. J. A former contracting en- 
gineer with considerable experience 
on large projects like the Pulaski 
Highway, Mr. Domenico will concen- 





FORGED TOOLS 


COMMERCIAL DROP FORGINGS - BOARD DROP HAMMERS and DIE MAKING MACHINERY 


trate on selling supplies to New Jer- 
sey contractors. 
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What more could a Distributor desire! 


Never was there a greater aggregation 
of sales makers than this new line of 
Goulds Pumps. And what a market! For 
anybody and everybody who wants to 
pump from 5 to 1800 gallons a minute 
hot or cold water or brine against heads 
up to 110 feet with a belt (flat or V) or mo- 
tor—indoors or out, these modern, single 
stage, ball bearing centrifugal pumps will 
beat the expectations of your most exact- 
ing customers. 





NO WONDER THEY SELL FAST . 


GOULDS PUMPS Inc. 


ATLANTA, BOSTON, CHICAGO, HOUSTON, NEW YORK, PHILADELPHIA, PITTSBURGH, TULSA, Representatives in 


Above illustrations show Goulds 
Pumps Fig. Nos. 3610; 3610 6-D; 
and 3612. 


The low prices are possible only because 
of mass production by Goulds advanced 
methods. Quality is there in full measure 
—structural strength, amply proportioned 
parts, best materials, modern hydraulic 
design in casing, impeller and stuffing box 
—all this and more spells O-P-P-O-R-T-U- 
N-I-T-Y in any Distributor's language. 


Get the whole story about these great 
new pumps and Goulds Distributorships. 
It's all ready to mail on receipt of your 
request. 


all Principal Cities 


® s101 
MILL SUPPLIES © FEBRUARY 1938 67 



























































--there’s a market for- 


HALLOWELL 
-SHOP EQUIPMENT- 


“Hallowell” Steel Benches “Hallowell” Steel Stools 


“Hallowell” Steet 

Stools and Chairs 
have become most 
popular because being 
welded throughout 
they never get rickety 
and wobbly as riveted 
stools and chairs do. 
The cost is low. Get 
our Bulletin 506. 





Pat > a4 
Applied Fig. 1334 
for 


“HALLOWELL” STEEL TRUCKS 






Pat'd and Pat's Pend’g 
Fig. 732 


“Hallowell” Steel Work-Bench has a shelf below 
for additional convenience. Strong, rigid, with one 
piece steel top, smooth as a surface plate, easy to 
keep clean. Shipped from stock, knocked down. 
Drawer is extra. 























SOCKET Must aa tap yen beseancy raed F loo 
ustrate s a ‘‘Hallowell’’ ee r 
SCREWS Truck, non-tilting type—one of the many 
styles we make. Chassis is a welded unit 
Pat's of steel. There's nothing to work loose 
Pending 429d repair, so, cost of maintenance is 
practically eliminated. Write for Catalog. 
Fig. 232 Fig, 1434 “HALLOWELL” 
“Unbrako” Hollow Set Knurled “Unbrake” STEEL 
Screws stand up under Socket Head Cap Screws 
punishment that wrecks —All mechanics use their TOOL STANDS 
other screws. Made of fingers driving Screws. Fig. 705 
alloy steel, heat treated: Knurts gear fingers to s. 
therefore, tough yet hard, head; fingers, therefore, 
so points don’t mushroom, have better purchase, Moves easily wherever 
hex doesn’t round drive faster and further. it's needed; a handy 
Pliers bite the Knurled stand to have. Made 
“Unbrako”, but slip on in a variety of types 
Smooth Heads. for all purposes. 
STANDARD PresseEp STEEL Co. 
BRANCHES JENKINTOWN, PENNA. BRANCHES 
BOSTON 8 3 CHICAGO 
DETROIT ox 51 ST. Louis 
INDIANAPOLIS SAN FRANCISCO 
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T. W. Lewis and Republic 
Steel President Meet Again 


R. J. Wysor, president of Republic 
Steel Corp., Cleveland, Ohio, and T. 
Walker Lewis, head of the Lewis Sup- 
ply Co., Memphis, Tenn., recently met 
in Memphis 31 years after their grad- 
uation from Virginia Polytechnic In- 
stitute. 

Mr. Wysor, visiting business asso- 
ciates and friends in Memphis, was 
honored at a dinner at the Hotel Pea- 
body by 30 Memphis steel and indus- 
trial supply officials. 

In meeting his old college chum, 
Mr. Wysor said, “I wasn’t big enough 
to play football with this ‘Hoss’,” giv- 
ing Mr. Lewis a resounding whack 
on the back. 

“Yes, but he was one of the fastest 
quarter milers of his day,” retorted 
Mr. Lewis. Mr. Wysor’s visit to 
Memphis and his meeting with T. 
Walker Lewis was featured in The 
Press-Scimitar, Memphis daily news- 
paper. 


Promotions for 
Indianapolis Belting 


Two promotions of interest to the 
mill supply trade of the Indianapolis 
Belting & Supply Co., Indianapolis, 
are the appointment of R. J. Bran- 
ham as manager of steam specialty 
sales and Don Stiles as a junior 
salesman. 

Mr. Branham was formerly a senior 
sales representative and will continue 
to retain certain major city accounts 
as well as specialize with his sales- 
man in the sale of traps, unit heaters, 
pipe, valves, fittings, gages and ther- 
mometers. Mr. Stiles before his ap- 
pointment was a billing clerk and 
served part time at the city sales 
desk. 


Sales High for Buford 


Buford Bros., Inc., of Nashville, 
Tenn., report sales for October and 
November higher than for the same 
period during the previous year with 
the outlook encouraging for 1938. 











C. S. Trott, sales manager of Parker Kalon 
shows some new sales methods in his book 


| of tricks to Harry Pulver (left), vice-presi- 


dent of Pulver Machinists Supply, Chicago, 
and Jack Davis of Shadbolt & Boyd, 


Milwaukee 
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A line oa x 
with wide if [luz 


acceptance ss 


PACKINGS 


Your customers are particular 
about what packings they buy, for 
an inferior product can prove too 
costly in a plant to justify taking 
chances. With K & M Packings, you 


Like all K & M products, K & M 
Packings have behind them more 
than 60 years’ experience with as- 
bestos and magnesia materials. You 
and your customers alike are assured 








have a line that is well and favor- 
ably known—both on the basis of its 
performance in actual service, and 
as a product of a company that is a 
leader in its field. 


of satisfaction by K & M quality- 
control, extending from raw material 
to finished product. The line is com- 
plete, priced right, and sold by the 
right people. 


Send for information 


[_] Asbestos Packings and Gaskets [ | Asbestos Pipe Insulation in sections 

[_] Asbestos Air Cell Insulations in [ | Asbestos Insulation in sheets and blocks 
sections and blocks [| Asbestos Insulating Cements 

|] Wool Felt Pipe Insulations [ | Asbestos Paper and Mill Board 


Check the products on which you want full information and mail this coupon today. 





Name of Firm puantaplimiaiiatsumalncthitsia 








Address 10-8 


KEASBEY & MATTISON SoMPany 
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Packing—Belmont 30 
Made from closely 


woven asbestos 
cloth trictioned 
with a heat-resist- 
ing rubber com- 
pound. The center 
asbestos block is 
made by folding 
the cloth upon it- 
self. The rubber cushion is com- 
pounded to remain resilient when 
subjected to extreme tempera- 
tures. Always furnished lubri- 
cated and graphited unless other- 
wise specified. Rubber cushion 
supplied on all packing space sizes 
from yy” upward; smaller sixes 
without rubber cushion. 








Square Braided Asbestos 
Packing—Belmont 754 


Made of Long Fibre Asbestos 
Yarn, with a fine copper wire 
twisted with each strand. 

Braided square in the same 

manner as in 
braided flax pack- 
ings, Each strand 
of metallic yarn 
is lubricated and 
gtaphited, result- 
ing ina thoroughly 
lubricated finfkhed 













High-Pressure Asbestos | 











tunning away? 


Above is just one of the catchy captions and stopping 
illustrations that is driving home—via leading trade 
publications 
buyers every month. Terse copy tells how Belmont 
packings stop costly power leaks . . 
on the advantages of using BELMONT! 


the Belmont story to 100,000 packing 


. SELLS buyers 


But that isn’t all! BELMONT coopera- 
tion includes many other features, such 
as the new catalog, picturing the entire 
BELMONT line and _ recommending 
packings for every type of service . 

The BELMONT sample kit—that every 
salesman should always carry with him 

puts BELMONT quality right before the 
buyer’s eyes . . . The BELMONT 
folders, each relating to a specific serv- 
ice, that cut valuable hours from both 
yours and the buyer’s time . .. The 
BELMONT name, backed by almost 50 
years of meritorious service in the field. 


When you sell BELMONT packings, 
you're selling the finest raw materials 

. the efforts of skilled craftsmen .. . 
the most modern manufacturing methods 


. in short—QUALITY !! 


A few choice territories are still open. 
Write today. 


There’s a Belmont Packing for Every Service 


BELMONT 


Packings 


The Belmont Packing & Rubber Co. 
Butler and Sepviva Sts., Philadelphia, Pa. 
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Dumore Co. Names 
Hamilton Sales Manager 


The board of directors of the Du- 
more Co., Racine, Wis., has named 
Robert L. Hamilton sales manager of 
the company. In his new capacity 
Mr. Hamilton will fill the vacancy 





Pid 


R. L. HAMILTON 


caused by the resignation of Leland 
B. Augustine, who has been sales 
manager for several years past. Mr. 
Augustine will now take personal 
charge of Dumore sales in the Chi- 
cago territory. 

Mr. Hamilton became advertising 
manager for Dumore shortly after 
his graduation in 1934 from the Uni- 
versity of Notre Dame. In 1936 he 
was assigned the added post of sales 
promotion manager. 


Industrial Supply Co. 
Expands Link-Belt Line 


Increasing their line of Link-Belt 
products, the Industrial Supply Co., 
121 Motor Ave., Salt Lake City, Utah, 
is now in a position to handle in- 
quiries and orders for iron and steel 
conveying and drive chains, power 
transmission equipment, chain drives, 
flexible couplings, speed reducers, belt 
conveyor idlers and screw conveyor 
and accessory equipment. 

Rudolph “Rudy” Orlob is president 
of the firm with F. J. Kirby, formerly 
of the United States Smelting, Refin- 
ing & Mining Co., sales engineer spe- 
cializing on Link-Belt items. 


Beg Your Pardon! 


Through an unfortunate error, the 
two fan illustrations in the adver- 
tisement of the Autovent Fan and 
Blower Company on page 147 of the 
Mid-December (Directory) number of 
MILL SUPPLIES were transposed in 
position and shown upside down. In 
Autovent’s advertisement on page 219, 
the illustration was accidentally re- 
versed. Our apologies! 
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TRUE-FIT SOCKETS 






FLAT BASE SOCKETS 


DEPENDABLE UNIFORMITY P Ras 





COLD-FORGED OF PARKALOY 






CLEAN STARTING THREADS 










CLASS 3 FIT THREADS 
PERFECT THREAD LEAD 


CONCENTRIC HEADS 


.» have quickly won WIDE ACCEPTANCE 
for Parker-Kalon Socket Screws! 


In the short span of six months Parker-Kalon Cold-forged 
Socket Screws have gained nationwide acceptance. It could 
not be otherwise. The reason is that they are more than a 
‘good’ product. Two years of research and development... 
most modern production facilities...a laboratory, without 
counterpart in the industry, for controlling and maintaining 
the essential characteristics in Screws of this type... have 
been combined to produce a product of unusual quality. 


If you demand precision... uniform strength... appearance 
...in the Socket Screws you use—send for free samples. See 
for yourself how highly these important factors have been 
developed in Parker-Kalon Cold-forged Socket Screws. 


PARKER-KALON CORPORATION 
192 Varick Street New York, N. Y. 


PARKER-KALON 


Cotd - fo coed 


SOCKET SCREWS 













FOUR REASONS WHY 
THE SCHRADER LINE 
IS PROFITABLE! 


eae? ¢ 
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1 Schrader offers a complete line of air devices and hose fittings 
from which Distributors can fill all factory requirements for air line 
parts and accessories. 


2 Schrader has an equally complete line of gauges, which are 
unequalled either in accuracy or service, 
for all types of hydraulic installations. 
Schrader 
INDUSTRIAL 
PRODUCTS 


3 Schrader’s selling policy features — 
Distributors first. 


4 Schrader Products are advertised. The 
services of trained field men are available 
to educate Mill Supply salesmen. 





A. SCHRADER’S SON BROOKLYN, N. Y. 


Division of Scovill Manufacturing Company, Incorporated See what the Schrader liae 





now consists of. Send for the 
A. Schrader’s Son Division New 1938 Schrader Catalog. 
470 Vanderbilt Avenue, 


Brooklyn, New York 


Please send me a copy of the New 1938 Catalog of Schrader Industrial Products. 


COMPANY .. 


ADORESS 


STATE 
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Pidgeon-Thomas Sponsor 
Housing Guild in Memphis 


A Johns-Manville housing guild 
training course sponsored by Pidgeon- 
Thomas Iron Co., Memphis, Tenn., 
drew over 200 representatives of 
building supply firms throughout the 
South who were interested in prob- 
lems of the building supply industry 
and ways of solving them. 

The conference was attended by 
most of the Johns-Manville dealers in 
the Mid-South and many special rep- 
resentatives of other construction and 
housing enterprises. In addition to 
discussing the latest methods in con- 
sumer servicing and merchandising, 
the guild will make itself available 
for questions on building from the 
public. 


Howard of Williams Hardware 
Made Director of N.E.W.A. 


H. D. Howard, sales manager of 
The Williams Hardware Co., Minne- 
apolis, was elected a director of the 
N.E.W.A. at their meeting in Chi- 
cago on December 4. Attending this 
meeting from the Williams organiza- 
tion were H. D. Howard, L. R. Up- 
ham, purchasing agent, and L. H. 
Williams, president. 

The firm will hold its annual sales 
conference the week of December 27 
at the Nicollet Hotel in Minneapolis. 
About 35 salesmen will attend with 


12 manufacturers’ representatives 
speaking and demonstrating their 
company’s products. 





Riechman-Crosby Co., Memphis, Tenn., had 
an electrical show recently that drew large 
crowds. Here's Harold Wright, manager of 
the firm's electrical department who had 
much to do with the success of the exhibit 
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H. R. (HARLAND) STROUSE REPRESENTS "TOLEDO" 


In the Dakotas, Nebraska, Kansas, Colorado, Utah, Wyoming and Montana 


Harland Strouse the young man shown above is doing a fine job for "TOLEDO" in the 
states mentioned. Energetic, conscientious, always willing to cooperate with "TOLEDO" 
Distributors to further their sales of "TOLEDO" products. His fully equipped demon- 


stration truck enables on-the-job demonstrations to help you get the orders. 


His hobby is traveling. He likes to go places — distance no obstacle. Likes to take 
pictures. 


When in need of "TOLEDO" sales assistance you can count on Harland to help. 


THE TOLEDO PIPE THREADING MACHINE CO. 


TOLEDO, OHIO NEW YORK OFFICE, 72 LAFAYETTE STREET 


ed 
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BULLDOG TENACITY 





Paine Expansion Anchors, 
both steel and lead, are scien- 
tifically designed and made to 
withstand tremendous _ stress. 
They hold—long as the bolt or 
screw used ... long as the 


material they are set in. 





FIG. 925 


THE 


PAINE CO. 


STEEL Special skill or ex- LEAD 
EXPANSION act depth and EXPANSION 
ANCHOR alignment of holes ANCHOR Ff 
Requires no is not required. Non-rusting. 
setting Tool Their greater ease Best for use 
Ideal for use of use and saving in fragile ma- 
in Stone, Con : terial and } 
ote aga seo of time and labor very efficient 
crete, |] ar le offset, many times, in Stone, 
and similar - Marble, Con- 
Materials their low cost. crete, etc. 





Send for the New Complete Paine Catalog 


Dep't. 123 
2949 CARROLL AVE. CHICAGO 


NEW YORK OFFICE: 79 Barclay Street 
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Are You Attracted to 
“MAGNET” 
Chains? 


Probably they don’t draw you to them, irresistibly, since 


they are not magnetized. 


But, 


fastened to electro- 


magnets, they do lift very heavy loads of steel and 


metallic objects. 


Making special-purpose or general- 


purpose Chains is nothing new for McKAY, thanks to 


“McKay's 50 years of knowing how.” 


A-No. 1 quality of welded and weldless Chain always 


comes from... 


McKAY f£ LOING 


THE McKAY COMPANY 


RGH 


Forging C 
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| C. A. Rouse, president of the Washington 


Beltina & Rubber Co., in Tacoma is mighty 
happy over industrial sales these days ac- 
cording to this picture 





Tulsa Distributor Buys 
Two-Story Building 


Machine Tool & Supply Co., Tulsa, 
Okla., recently moved into its newly 
purchased two-story building at 215 
E. First St. This new location gives 
the firm a floor space of about 20,000 
sq. ft., and can be extended to six 
floors if the need should arise. 

Leo H. Gorton, president and owner 


| of the organization established the 


company in 1929 in a small 25-ft. 
room and had two employees. He now 
employs fifteen persons and covers 
the entire state of Oklahoma and ad- 
jacent portions of Missouri, Kansas 
and Arkansas. 


Fyffe Co. Representing 
Two Tool Manufacturers 


The William M. Fyffe Co., of 
Brockton, Mass., has been appointed 
sales representative of the Arrow 
Head Tool Corp., Tracy, Conn., and 
the Tuck Mfg. Co., of Brockton. 
Sales campaign will be in charge of 
H. M. Swam, sales manager for 
Fyffe. Representing the Fyffe organ- 
ization on the Pacific Coast is E. R. 
Palmtag Co., of San Francisco, cov- 
ering California, Washington and 
Oregon. 


Apologies to Victor Saw 


The name of Victor Saw Works, 
Inc., whose four-page color insert ad- 
vertisement appeared in the January 
issue of MILL SUPPLIES was, through 
an oversight, omitted from the adver- 
tisers’ index. The ad appearing on 
pages 45, 46, 47 and 48 featured the 
company’s new modern metal boxed 
hack saw blades. We extend our 
most sincere apologies for this un- 
fortunate error. 




















e Bonne finished — ready for assembly — 
bearings are available from stock in hundreds of sizes 
for equipment and maintenance in all mechanical ap- 
plications and for service replacement in all makes of 
electric motors from 1/40 hp. to 60 hp. Bunting Ma- 
chined and Centered Cored and Solid Bars of Bearing 
Bronze are available from stock in over 200 sizes. Bunt- 
ing Babbitt is available in both Lead Base and Tin 
Base alloys. 


Write for 


— —<—_ 








| 













BRONZE ‘BUSHINGS enaRninas! ; 
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Where 
Bearings Come From 


Wauen the mill supply wholesaler sells 
Bunting Quality Bearings and Bearing | 
Metals he is selling the same products 
that are constantly specified and used 
by the majority of machinery manufac- 
turers. The sale is quick, easy and profit- 
able because acceptance is immediate 
..- The Bunting Brass & Bronze Company, 
Toledo, Ohio. Branches and Warehouses 
in All Principal Cities. 









CENTERED BARS 
BABBITT METALS 


> Sar Sb ital Os 
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WITH p cM 


When you see slow truck- 
ing on the ground, suggest 





speedy electric travel 
overhead. 
Sold Through An I-beam 
Mill Supply track and 
Houses 
Everywhere 








te gl, 


TAPS» DIES 


OFFER DISTRIBUTORS 
Threading tools of DEPENDABLE 


performance for which there is an 
outstanding customer preference. 








THE WINTER 





ROBBINS € MYERS 


HOIST AND CRANE DIVISION e SPRINGFIELD, OHIO 


This preference assures you repeat 
business from satisfied customers. 


SELL WINTER'S 





WRENTHAM, MASS. | 
TAP AND DIE DIVISION 

THE NATIONAL TWIST DRILL & TOOL COMPANY, DETROIT, MICH. | 
\ 


| 
| 


a cab-controlled R & M | 
Electric Hoist will handle | 
immense quantities of ma- | 
terial at a fraction of the 
cost... You get the inquiry; 


we'll help you close it. 





WINTER 








BROTHERS CO. 
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Barrett Hardware Opens 
Industrial Show Feb. 24 


A three-day industrial show to be 
given by Barrett Hardware Co., Jo- 
liet, Ill., at its new building at Hen- 
derson and Jackson Sts. on Feb. 24, 
25 and 26 will draw over 40 exhib- 
itors, featuring the major lines car- 
ried by the Barrett organization. 

Actual operation of products on 
display will be a feature of the ex- 
hibit. Invitations are being sent to 
officers, purchasing agents, superin- 
tendents, tool room men and foremen. 

The Barrett firm just completed an 
extra floor in the main building. 
Floor space of 65,000 sq. ft. on the 
ground floor with an additional bal- 
cony for storage of light merchan- 
dise was recently added, which rep- 
resents 3500 additional square feet. 
With such spacious quarters the in- 
dustrial exhibit should prove highly 
successful and a large crowd is ex- 
pected. 


Clever Packaging 
Offered by Imperial 


The Imperial Brass Mfg. Co. has 
produced a new, special “merchan- 
diser” package, designed in the form 
of a miniature steel drum to hold six 
faucets, and is offered to distributors 
for the price of faucets. 

Brought out in the display are the 
sales features claimed by the manu- 
facturer. The display is of steel riv- 
eted construction and the _ faucet 
screws in just as on a regular drum. 





A quick recovery is anticipated for H. V. 
Sloman, photographed recently before an 
auto accident sent him to the hospital. Mr. 
Sloman is associated with Somers, Fitler & 


Todd of Pittsburgh 
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Totten ere 


ou the saw that sells itself 
—the saw with a thrifty 
complex. Thousands of users 
report savings from 30 to 










50% in time and labor, 

bringing down production 

; ; and general shop sawing 

— a, rm costs to a fraction. Here 
°. °. i 

; , are a few concrete selling 

a je facts—reasons for Wells superior 

round or round or performance: Faster cutting, yet 

8 in. by 5 in. by requires no coolant; completely 

16 in. flat. 10 in. flat. flexible, it cuts practically all 





metals at any angle; its portability 
allows placement at any desired location in the plant; its three speed control permits maxi- 
mum cutting efficiency for every material. All these points combine to make Wells saw 
the easiest to sell saw on the market—your profit making saw. Write our office for complete 


information. © Saw it the WELLS Way 


WELLS MFG. CORP. wisics: 
SIMPLEX tt VISES 


THE ONLY VISE WITH A 100% SOLID STEEL SLIDE 


This extra strength and service that is built into Simplex 
Vises costs you no more and enables you to furnish your cus- 
tomers with a better vise at no extra cost. 


Three Rivers, 














We manufacture a complete line of Machinists’, Combination 
Pipe and Drill Press Vises. Write for copy of catalog, dis- 
count sheet and sales plan. 


Simplex Vises are sold 100% through distributors who re- 
ceive protection and sales assistance. 


THE DESMOND-STEPHAN MFG. CO. 


URBANA, OHIO 
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Congress Gets Business 
Man's Tax Protest 


Ballots signed by 25,000 engineers 
and executives in every major indus- 
try, giving their views in the matter 
of the present tax situation, have 
been received by their representatives 
in Congress. 98% of these ballots 
urge the revision of three Federal 
taxes—the Undistributed Earnings 
Tax, the Capital Gains Tax and the 
Surtaxes on large personal incomes. 
The ballots were transmitted to the 
congressmen by James H. McGraw, 
Jr., president of the McGraw-Hill 
Publishing Company, who had re- 
ceived them in response to his edi- 
torial headed “Congress Needs Your 
Guidance Now,” which appeared in 
all December issues of that com- 
pany’s magazines, including MILL 
SUPPLIES. 

“We have approximately 400,000 
paid subscribers,” said Mr. McGraw 
in his letter to the representatives, 
“and—according to many unbiased 
studies made by organizations other 
than our own—more than one million 
readers. The response to this edi- 
torial is the greatest we have ever 
had. 

“We hope that this response will 
be of assistance to you when consid- 
eration is being given to new tax 
legislation.” 


Long Employee Service Record 
For Superior-Sterling Co. 


Superior-Sterling Co., Bluefield, W. 
Va., may well lay claim to an out- 
standing service record for its em- 
ployees with over 700 employee years 
to its credit. 

Seven members of the firm have 
been with the company from 25 to 
38 years; seven from 20 to 25; 12 
from 10 to 20 years; 12 from 5 to 
10 years and seventeen from 1 to 5 
years. 








Getting acquainted are Phil Hawes left, 

and Bill Redman, two new members of the 

sales staff of the Coffing Hoist Co. at the 

recent sales conference held at the main 
office in Danville, Ill. 
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)* don't have to keep on re-selling 
Flex-Set" Preformed Yellow Strand to those 
who have tried it. This marvelous wire rope 
re-sells itself by giving real satisfaction in 
endurance and economy. 

And that builds good will for you and 
your company—creates confidence that 


produces sales of many other items besides 
wire rope. 


The Broderick & Bascom Rope Co. works 
very closely with their distributors. That's 
why so many have remained Broderick & 
Bascom Distributors for so many years. 
Every reasonable selling aid is cheerfully 
given—from national advertising to expert 
engineering advice in specific cases. 


You will like to co-operate with us as 
much as we will like to co-operate with you. 


Let's get together, for our mutual profit. 


BRODERICK & BASCOM ROPE CO. 
St. Louis 


N 62 years’ experience making nothing but wire rope. 


, .\ Factories: 

% St. Louis — Seattle — Peoria. 
NN . Branches: 

; New York — Chicago — Seattle — 
SY \\ Portland — Houston 

~" 
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“FLEX-SET’y 
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This guide tells 
WHERE vo suy.. . 
WHAT vo suy... 


in industrial supplies and equipment 


MILL SUPPLIES 


330 WEST 42nd ST. NEW YORK CITY, N. Y. 
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James R. Coffing, energetic sales manager 

of Coffing Hoist Co., Danville, Ill. (center 

with hands in pocket) is surrounded by 

some of his star salesmen at the company’s 
recent annual sales pow-wow 


Riechman-Crosby Co. 
Hold Sales Conference 


Riechman - Crosby Co., Memphis, 
Tenn., held their semi-annual sales 
conference, December 20 and 21. 
Richard Alcott, executive vice-presi- 
dent, presided. 

Highlights of the first day were the 
discussion of manufacturers’ lines. 
R. E. Cook, of Alexander Bros., Phila- 
delphia, Pa., W. E. Knapp, Henry 
Disston & Son, J. S. Fanning, Yar- 
nall-Waring Co., Atlanta, Ga., and 
J. J. Clarke, Birdseye Electric Co., 
Gloucester, Mass., spoke on their re- 
spective products. Harold Wright, 
manager of the electrical department 
of Riechman-Crosby discussed the 
major lines in this department, in- 
cluding Rockwood paper pulleys and 
bases, Bull Dog safety switches, 
Westinghouse lamps, Allen-Bradley 
motor starting equipment, Fairbanks 
motors, Birdseye lamps and_ the 
products of Line Material Co. 

J. W. Rudy, manager of the gin 
department, was the principal speaker 
of the second day’s conference, after 
which a discussion of sales policy and 
plans for 1938 was led by Mr. Alcott. 
A banquet was held on the evening 
of the first day at Hotel Claridge. 


Indianapolis Distributor Adds 
New Building and Departments 


A new building just completed will 
give the Indianapolis Machinery & 
Supply Co., Indianapolis, Ind., a total 
floor space of approximately 130,000 
sq. ft. 

In line with this expansion pro- 
gram is the addition of two new 
departments. One, a power trans- 
mission department, in charge of 
H. F. Gallagher. Mr. Gallagher is a 
graduate of the Massachusetts Insti- 
tute of Technology and has had many 
years experience as an industrial engi- 
neer with several manufacturers of 
transmission equipment. The other 
new department is the electrical de- 
partment, headed by Charles Boling, 
who has a background of many years 
experience as an electrical engineer. 











ere’s Proof That 
NATIONAL COPPER-STEEL PIPE 
LASTS 2% TO 5 TIMES LONGER 


COPPER- 


Recommended for 
STEEL 


VENT PIPES 
SOIL LINES 
RAIN LEADERS 








WASTE LINES 


where alternate 
NON 
wetting and drying 


COPPER- , ‘ ; : 4 ae Aas is a factor 


STEEL 























OOK at the difference between 
these two pieces of pipe after Chines of teecien oe Duration Indicated Life of Copper-Steel 
4 r 2 of Test Pipe over Non-copper-steel 
seven years’ exposure. Practically: 
no deterioration of the copper- Vent Mose i ted + wine 53207 
steel pipe. Vent Pipes Chicago 2 years 315% 
To check corrosion loss and 
keep replacement costs to a mini- Copper-Steel pipe also outlasts non-copper-steel in steam-return lines. 
mum, architects, engineers, and 
. : be ’ Steam Returns New England 9 years 249% 
builders are using NATIONAL Cop- 
2 . : : S . S. Cities years 240% 
per-Steel Pipe for lines subject to Steam Returns 6 U. S. Cities 10 years “ 











alternate wet and dry conditions. 


Its cost is low—only a few dollars Write for Bulletin No. 11, which LOOK FOR THE GREEN COLOR 
a ton more than non-copper-steel reports other interesting tests — National Copper-Steel Pipe is identified 
pipe. gives added proof that NATIONAL as follows: 


In the table at the right are the Copper-Steel Pipe stubbornly re- Black Pipe —Small sizes, colored green. 
‘ Large sizes, two green stripes running 


results of actual service tests. sists atmospheric corrosion and lendthwice. Gelvenia;d Pipe — All sizes, 


They speak for themselves. saves money in the long run. two green stripes running lengthwise. 


NATIONAL TUBE COMPANY 


PITTSBURGH, PA 


Columbia Steel Company, San Francisco, Pacific Coast Distributors + 


United States Steel Products Company, New York, Export Distributors 
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ALL REPORT 
Excellent Service 
FULL FULL GREATER 


LIFE LIGHT ECONOMY 


They find in SLATER lamps high 
uniform Qua.ity . . . obtained by 
STEP-BY-STEP control . . . and in 
spite of SLATER extra supervision 
and test, the lamps cost less to buy, 
and far less in eventual cost. 


HIGH QUALITY ... MAINTAINED... 
means CONTINUED satisfaction 


Write Us 


DISTRIBUTORS: 


A special offer (write for 
it) makes SLATER lamps 
a highly profitable line 
for you. 


SLATER 


ELECTRIC & MFG. CO., INC. 
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291 ADAMS STREET 
BROOKLYN, N.Y. 





Eclipse Counterbore Co. 


| Appoints Desautels Co. 








The Eclipse Counterbore Co., of 
Detroit announces the appointment 
of George O. Desautels Co., Indianapo- 
lis, Ind., to represent Eclipse prod- 
ucts in the state of Indiana, with 
the exception of certain small por- 
tions of the state. 

This new connection gives. the 
Eclipse Co., the services of an organ- 
ization that has had a great many 
years’ experience in the machine tool 
field. 


S. L. Sewall of Minneapolis 
Iron Store Co. Dies at 75 


S. L. Sewall, vice-president and 
treasurer of the Minneapolis Iron 
Store Co., in Minneapolis, died on 
January 7 of a heart attack. 

He had been associated with this 
organization for more than 54 years 
and was considered one of the pioneer 
figures among wholesalers and dis- 
tributors in the Northwest. Mr. 
Sewall, although 75 years of age, 
was one of the most active members 
of the company’s executive staff. 


Change in Title 


The name of the Manley Products 
Corp., State and Hay Sts., York, Pa., 
has been changed to the Remco Prod- 
ucts Corp. There has been no change 
in the management, nor corporate 
structure, the president, Mr. Robert 
E. Manley, reports. This change was 
made to secure uniformity in the 
name of company and products. 





Expansion! That's the trend of things today 
at The Western Belting & Packing Co., 
Denver and R. B. Knuse, president, pictured 


| here is one of the aqaressive leaders of 


the movement 


MILL SUPPLIES ® FEBRUARY 1938 

















SYVTRON 


ELECTRIC 


HAMMERS 


Pay Big Dividends In 


“Labor Saving” 


Drilling Holes in Concrete 
to Anchor Machinery 
to hang Pipe, Shafting, Etc. 
Cutting Holes in Walls and 
Floors for Joists, Risers, Etc. 
Scaling Rust and Old Paint 
off Metal for Repainting, 
and a Dozen Other Uses. 


Write for our new 


1938 ELECTRIC TOOL CATALOG 


which also describes our 





ELECTRIC SAWS 


For Cutting Lumber — 
Brick — Tile — Etc. 





ELECTRIC DRILLS 
From ¥/,” to 14” Sizes 
Prices From $18.00 Up 





PORTABLE DISC SANDERS 


7” and 9” Sizes 
For Fine Wood and Metal Finish 


and Other Electric Tools 


SYNTRON CO. 
P.O.BoxD Homer City, Pa. 























MIGHTY 
MIDGETS . tae 


by pipe threading 
efficiency or 
saleability 


IF electric power had been available in 
P. T. Barnum's day, the man who made the 
human Tom Thumb famous could have made 
another fortune exhibiting the Oster-Williams 
“TOM THUMB" in action. A mighty midget 
which is easily carried from job to job, "Tom 
Thumb" No. 512 cuts off, reams and threads 


all sizes of pipe from '/2" to 2" at a speed 
which compares favorably with that of many 
a larger machine. 


Oster-Williams "POWER BOY" No. 412... 
(see below) .. . an almost equally spectacular 
performer, is the lightest weight portable 
power drive for die-stocks on the market... 


one man easily carries it wherever it's need- 
ed. Capacity—!/2" to 2". 


POWER BOY 





MILL SUPPLIES ® FEBRUARY 1938 


Powerful Sales-Arguments are 
Built Into Every Item in the 
Oster-Williams Line 


OSTER doesn't build ''me-too" products, 
merely for the sake of competition. 
Oster prefers to stay out of a market 
rather than offer an inferior article or a 
mere imitation. No tool or machine is 
added to the OSTER-WILLIAMS line 
unless it has distinctive, built-in features 
to furnish effective sales-arguments and 


assure convincing demonstrations. 


Supply-house sales-managers and sales- 
men who handle OSTER-WILLIAMS 
Equipment know . . . to their annual 
profit . . . the difference this policy 


means in their sales-volume. 


The OSTER MANUFACTURING COMPANY 


Sales Offices: 2041 East élst Street, Cleveland, Ohio 
Factories: Erie, Penna., and Cleveland, Ohio 
New York City Showroom and Office, 292 Lafayette St. 
Philadelphia Showroom and Office, II1 No. 3rd St. 


Threading Headquarters Since 1893 
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CARSON 


gateuee ALLIGATOR BRAND ae 


; FILES 


FOR EVERY FILING JOB 


The line is complete in sizes, shapes and cuts. 
For twenty-five years CARSON-NEWTON have 
been making files, INDUSTRY have used them, 
they are accepted by the most particular file 
users on the basis “THERE IS NOTHING BET- 
TER.” 





In some sections we can accept distri- 
butors. If you want a real quality high 
grade line of files write us— 


THIS MARK IS ON THE TANG 


TRADE MARK 


siaee 


TEER be 











HERCULES 


C 
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CARSON-NEWTON CO. NEWARK, N. J. 
STEEL 


ioaninc CHAIN 
5% Stronger 


NOTE THE EXTRA “SWELL” 
OF STEEL AT THE WELD 


Fabricated from special analysis, heat treated steel, 
Hercules Loading Chain is further strengthened by 
the patented “Inswell” welding process which builds 
extra metal into the weld on the inside. Every link 
is carefully tested to twice its safe 
working load, and stamped with 
the letter “H”—your assurance 
of extra safety and extra wear. 
Bright nickel-like appearance. 
The perfect load chain. Sizes 
from 4%" (safe working load 
1,100 lbs.) to 4” (s.w.1. 
12,500 Ibs.) 


















WHERE STRENGTH 
1S VITAL 


*25% Higher in Elastic Limit 
*25% Higher in Tensile Strength 
*25% Higher in Safe Working Load 


OLUMBUS-McKINNON CHAIN CORP. 


General Sales Offices: TONAWANDA, N. Y. 
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E. W. Stitt is busy these days managing 
the newly formed heating department of 
Chandler-Boyd Co., Pittsburgh, Pa. 





| Welding Films Released 
| By Lincoln Foundation 


The James F. Lincoln Arce Weld- 
ing Foundation, Cleveland, Ohio, 
sponsor of a $200,000 award program, 
announces that it has prepared a 
series of slide films portraying the 
application of electric welding to 
various products and _ structures. 
These slides have been prepared for 
educational purposes and are a part 
of the Foundation’s plan to encourage 
scientific progress of the are welding 
industry. 

The films are being made available 
for showing by engineering societies, 
both national and local chapters, 
junior sections, technical clubs, trade 
schools, engineering colleges and uni- 
versities and any other groups de- 
siring to make use of them. 

The films are made up on 35 mm. 
films, each one containing between 40 
and 50 _ individual _ illustrations. 
Arranged for reading in conjunction 


| with the films is a typewritten ex- 


planation discussing the subject in 
practical language while giving a 
thorough description of the particular 
subject under discussion. 


|H. H. Dovell and Wife 
Celebrate 50th Anniversary 


H. H. Dovell who has been a sales- 
man for the Desmond-Stephan Mfg. 
Co., Urbana, Ohio, for 32 years, re- 
cently joined with his wife in cele- 
brating their golden wedding anni- 
versary. 

Mr. Dovell is 71 years of age and 
is still active selling for Desmond- 
Stephan. For the anniversary invita- 
tions were issued for friends to call 
at their home in Urbana. The couple 
were pictured in the local newspapers 
on the occasion. 











Cut for cut, blade for blade, “LENOX” qualiiy and 


uniformity more than hold their own. 


A Complete Line.. - 
LENOX BLADES are well packed in plaid boxes 


“High Speed” easily seen and remembered. 
When you sell LENOX BLADES you'll sell more 
*“Mo-S peed” 


of them—and sell them easier, because users know 





ee . 29 their superb craftsmanship insures lower produc- 
Tungsten I 
tion and replacement costs—quicker, better results. 


*“Super-Flex” 
THE LENOX SALES POLICY 


HACK ee ge’ LENOX BLADES are sold only through legitimate 


distributors, with full protection and sales cooper- 


BAND SAWS ation for distributors stocking them. 


Sell “The Blade in the Plaid Box” for satisfaction and profit. 


AMERICAN SAW & MFG. CO., SPRINGFIELD, MASS. 
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Diehl Mfg. Co. Celebrates ! 
Golden Anniversary 


Commencing the celebration of its 
golden anniversary the Diehl Mfg. 
Co., Elizabethport, N.J., held a gener- 
al sales conference at the Elizabethport 
plant, starting January 6 and con- 
tinuing through January 11. The con- 
ference was called by Frank B. Wil- 
liams, Jr., vice-president and sales 
manager to discuss plans for sales 
promotion of the company’s electrical 
products. 

A golden anniversary sales dinner | 
was held January 7 attended by 
approximately 170 men of the sales 
and manufacturing organizations. A 
feature of the dinner was the presen- 
tation of 25-year service buttons to 
six employees. F. B. Williams intro- 
duced the officials of the Diehl organ- | 
ization who responded with brief 
greetings. 





Oliver Bros. Cited 
Under Robinson-Patman 


Oliver Brothers, Inc., 421 Canal St., | 
New York City, was recently ordered 
by the Federal Trade Commission to 
cease and desist from violation of the 
brokerage section of the Robinson- 
Patman anti-price discrimination act. | 

This order prohibits the firm from 
receiving from any seller any brok- 
erage commission which is intended 
to be paid over to the buyer or to be 
applied to his benefit. The company | 
also is ordered to cease paying any | 
purchaser any commission received as | 
brokerage from the seller. 





Vance Taylor, left, of the White Supply 
Co., Waterbury, Conn., and Frank Lovett, 
American Saw & Mfg. Co., Springfield, 
Mass. hold a pose for the cameraman who 
caught them in Waterbury 


MILL SUPPLIES @ FEBRUARY 1938 





Pat'd and 
Pat's 
Pend’g 








Not just another lock nut 
. it has individual merit 

... is sure locking... is 

self-contained. 


Backed by Wide 
Advertising 


Large space advertising in 
leading trade journals 
covers practically every 
major industry ... a real 
aid to dealers in making 
sales. 


With a Helpful 
Dealer Policy 


Our long experience in 
selling through dealers has 
given us real understanding 
of their problems and en- 
ables us to assist them in 
every way to increase their 
sales and profits. 


Send for the complete 
details about 


The Nut that can't shake loose 


Pending 


Cutout Section Showing Locking 
Ring in Place 


STANDARD 


PRESSED STEEL 
COMPANY 


JENKINTOWN, PENNA. 


A Distinctive Product 


Boston Chicago 
Detroit Box 519 St. Louis 
Indianapolis San Francisco 
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BROWN & SHARPE 
CIITITERS 





If you sell HOISTS 


be sure they are... 





COFFING 


Advanced Design 


HOISTS 


Spur - Gear - Ratchet Lever - Electric 








ELECTRIC 
HOIST 


D. W. "Dave" McAllen, manager of dis- 
tributor sales for SKF Industries, Inc., seems 
well pleased with catalog data prepared by 
Advertising Manager R. C. Byler who is 
busy at the phone 





% Coffing Hoists are 

known for their scientific 

design, economy in opera- 

tion, and efficient, satis- 

factory operation under 

severe service conditions. Railroads, 

mines, oil fields, machine shops, con- - : ; . 

tractors, utilities, and factories of all ; | The Hajoca Corp. has just com- 

kinds buy hoists—Sell them Coffing F pleted arrangements with the M. W. 

Hoists. To Co., to “* the eee 
P P ‘ ty) ellogg products in lladelpnhia, 

Our factory trained salesmen will tae | Chester, Bethlehem, Allentown, Lans- 

you assistance and sales helps which : | dale, Lewistown and Norristown, Pa.; 

enable you to build up a substantial | Bridgeton, Camden and Newark, 

hoist business. N. J.; Richmond, Staunton Danville, 

and Rosslyn, Va.; Wilmington, Del., 

C Oo - f | N G rt oO I 4 T € oO NA Pp A Ad Y and Baltimore, Md. The Hajoca firm 

has branches in all these cities and 

DANVILLE, ILLINOIS will carry a complete stock of Kellogg 

products. 

Rolan Barrett of the Richmond 
branch has been transferred to call 
on the industrial trade in Tampa 
and Jacksonville, Fla., being replaced 
in Richmond by Robert Anderson who 
will handle the Virginia territory. 

New salesmen for Hajoca are E. J. 
Augustine who will cover the Phila- 
delphia area and R. L. Whitten who 
will be located at Columbus, Ga. 


Hajoca Corp. Branches 
Stock Kellogg Products 











Richards Organizes 
Machinery Company 


L. L. Richards Machinery Co., Mil- 
waukee, Wisconsin, recently was in- 
corporated as a machine tool distri- 
butor to serve the Wisconsin terri- 
tory. In addition to L. L. Richards, 
formerly general manager of Badger- 
Packard Machine Co., Milwaukee, C. 
R. Daniels, formerly in the sales de- 
partment of Jos. T. Ryerson Sons 
Co., has joined the new organization. 

The L. L. Richards Machinery Co. 
will handle well-known lines of ma- 
chine tools, specializing in metal- 
working equipment. 





Skinner Chuck Head Dies 


Paul K. Rogers, president and 
treasurer of the Skinner Chuck Co., 
of New Britain, Conn., died on Jan- 
uary 11. His passing will be deeply 
felt by his many friends and asso- 
ciates. 
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KABLE KORD is tough as the rear of a 
rhino. It’s husky as a hippo’s hide. It’s a 
brute-strong bruiser of a belt that’s built 
to do big jobs well. 


Gilmer—Gilmer only—builds Kable 
Kord. It’s different. It’s “two-belts-in-one.” 
Strong pulling cords and contactor cords 
are welded into a rubber-locked unit 
protected by a rugged jacket. The pulling 
cords transmit the load. The contactor 
cords make these pulling cords take a 
no-slip grip on the pulley. Both cords are 
permanently fixed in place. So there’s no 
internal friction. No time wasted taking 


L. H. 
The Oldest 


CAN'T 
Gilmer KABLE KORD 


GILMER COMPANY, 
Firm of Rubber Fabric 








FF 


rade Mark Reg. U. S. Pat. Office 


up stretch. No power wasted by slippage 
.-+ Kable Kord delivers maximum power 
per square-inch! Kable Kord comes end- 
less and in rolls. Kable Kord saves money. 


Kable Kord sells! 


KABLE KORD 
DATA BOOK 


Full details 
about the best- 
selling Gilmer 
franchise. Find 


out today. 


Philadelphia 
Belt Specialists 


Tacony, 
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WELDQO)LETS: THREDQO)LETS 





OPP cm 






HE increasing use of welded 

piping in industrial plants, oil 
refineries, power plants, paper mills, 
etc. offers you a real selling oppor- 
tunity for Bonney WeldOlets and 
ThredOlets. 

They eliminate all cutting, threading 
and fitting of the main pipe. No 
templets are used. Their wide base 
compensates for loss of strength in 


The names **WeldOlets and ‘‘ThredOlets”’ are 
Bonney trade marks registered in the United 
States Patent Office. Full patent coverage has 
been granted in the United States and foreign 
countries. 


No Other Pipe Fittings 
Give You All These 
Advantages 


main pipe when hole is cut and they 
provide leak-proof joints. Funnel- 
shaped outlets eliminate ‘‘dead-spots’’, 
reduce friction and turbulence to a 
minimum. 

In fact, no other pipe fittings give 

ou all the selling advantages of 
WeldOlets and ThredOlets. They 
offer you real sales volume with good 
margin of profit. 


BONNEY FORGE & TOOL WORKS, Allentown, Pa. 


Forged Fittings Division 
Stocked by Leading Distributors 









e A larger, more profitable unit of sale on 
shim stock! Packaged for your convenience... 
and your customers’! The handy, space-saving 
metal dispensing rack is supplied free with stock. 


Repeat business assured from every assortment sold. Every factory 


and mill repair department can use the convenient, time-saving 


features of packaged shim stock. 


This is special shim steel and brass of highest quality. Precision 
thicknesses from .001 to .015 inch, in 6 x 100 inch rolls. 


included are three assortments of LAMINUM (laminated brass 





a 
a >~ “ Lt 
} 
>> 


Simply pul! the thin shim brass or 
steel through the slot and cut off 
os required. Saves time 
nates handling 


elimi 


prevents waste! 


9) 


shim stock) 2 x 9 strips . . 
thicknesses for which mill supply 


houses have the greatest demand. 


LAMINATED SHIM 


21-40 44th Avenue 


Backed by a complete dealer 
program. Write for details. Now 
you can make real profit on 
shim stock ! 


. in the 


COMPANY, INC. 


Long Island City, N. Y. 
9R2 


>. 
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Two-Day Conference Held 
By Osborn Mfg. Co. 


The annual sales conference of the 
Osborn Mfg. Co. was held at the 
home office in Cleveland, Ohio, De- 


| cember 29 and 30. 


During the two-day convention 
which drew Osborn salesmen from 
all districts, a banquet was held at 


| the Cleveland Athletic Club with C. 


W. Titgemeyer, vice-president and 
sales manager, acting as toastmas- 
ter. Three 30-year men with the Os- 
born organization, Franklin G. Smith, 
president, C. D. Eadie of Chicago 
and W. J. Halliday of Detroit did 
a bit of. reminiscing to the delight 
and amusement of all. 


Heads Electrode Sales 
For Harnischfeger Corp. 


The Harnischfeger Corp. of Mil- 
waukee recently announced the ap- 
pointment of Abbott F. Riehle to the 
position of sales manager of the 
Smoothare Welder and Welding Elec- 
trode Division. 

Mr. Riehle comes to the Harnisch- 
feger Corporation with considerable 
managerial and sales experience. A 
graduate of the University of Penn- 
sylvania with a degree of mechanical 
engineering, Mr. Riehle was for ten 
years in charge of the sales and man- 
agement of the Riehle Brothers Test- 
ing Machine Co. of Philadelphia, 
which was later taken over by Amer- 
ican Machine and Metals, Inc., where 
he continued in charge of sales. 


Charles R. Bolland, 
of Woodbury, Dead 


Charles R. Bolland, steel warehouse 
superintendent, Woodbury & Co., 
Portland, Ore., died December 12, at 
the age of 54. Mr. Bolland was born 
in Stamford, England. Before his 
association with Woodbury & Co., a 
number of years ago, he had been 


connected with the Steel Tank & Pipe 


Co., and the Northwest Steel Cor- 
poration, both of Portland. He leaves 
a widow, Nettie Rankin Bolland, and 
a sister and two brothers in England. 





Genial Host. Charles H. Harden, president 

and general manager of Charles H. Harden 

& Co., Seattle, Wash., sits for a “shot” at 
his office desk 
















Elek-Tro-Cut Three-M-ite Cloth Work- 
shop Utility Rolls on a spindle over the 
workbench—are ready for instant use. A 
strip of sufficient length will do the job 
quickly and economically. 


WORKSHOP UTILITY ROLLS — SELL ON MERIT 


Accurate tests have proved that your customers get true economy and real 
worthwhile savings when they use Elek-Tro-Cut Three-M-ite Cloth Work- 
shop Utility Rolls. 


Their use produces a savings in time and material costs because of their 
faster cut and longer wear. 


Available in a wide range of grade numbers and in rolls 14,”,34”,1”, 114” 
and 2” wide. 


MINNESOTA MINING & MFG. CO. 


SiA Lie PA ES A i © 


MS 2-38 


This Trade mark Your <p> Guarantee of Quality 
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Dealers! Mechanics all over 
the country are hailing the 
new LUFKIN MASTER 
PLANER GAGE as the great- 
est precision tool of the year. 


AND THEY’RE BUYING 
THEM! 


Shop men have needed an 
accurate Planer Gage. They 
have wanted one to do the 
job where ordinary planer 
gages fail. So Lufkin produced 
the Master Planer Gage. 


Be prepared to meet the 
demand for this outstanding 
tool. You should have them 
in stock. 


Write for new tool catalog 
No. 7A describing this gage. 


Lhd 


New York City 


SAGINAW, MICHIGAN 


TAPES . RULES PRECISION TOOLS 
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| plating Operations.’ 
| the 


C. J. Ambrogi, left, manager mill supplies 

department of Ford & Kendig Co., Phila- 

delphia examines the new metal containers 

for Victor and Star hack saw blades as 

John Cooney explains the many advan- 
tages of this new packaging 


Electroplating Subject 
Of Chemical Meeting 


A meeting of the American Section 
of the Society of Chemical Industry, 
jointly with the American Chemica] 
Society, was held at The Chemists’ 
Club, 52 East 41st Street, New York 


City. Mr. James G. Vail was the 
chairman. The guest speaker was 
Mr. William M. Phillips who gave 


a “Graphic Presentation of Electro- 
’ The object of 
presentation was to show the 
mechanics of electroplating, or elec- 


| trodepositing operations. 


The annual meeting of all sections 
of the Society of Chemical Industry 
will be held in Ottawa, Canada, June 
20-22, 1938. A full program of events 
extending over the period June 17 
to July 1 has been arranged for the 
visitors from abroad. The American 
Section of the Society of Chemical 
Industry will entertain the members 
of the parent Society at Niagara 
Falls, on June 25, 26 and 27. 


Laminated Shim Appoints 
New Distributor for Texas 


Laminated Shim Co., Inc., of Long 
Island City, N. Y., has appointed In- 
dustrial Sales and Engineering Co. 
of Houston, Texas, to act as a dis- 
tributor in the Southwest for the 
sale of laminum and other types of 
shims. 

J. H. Drapier and W. R. Davis, 
partners of this sales firm, are both 
well known throughout the oil coun- 
try. A branch office is maintained 
at Dallas, Texas, with L. B. Holt rep- 
resenting the firm at Tulsa, Okla- 
homa. 


SKF Exhibits 


A complete line of ball and roller 
bearings and pillow blocks used in 
road building equipment was _ ex- 
hibited by SKF Industries, Inc., Phil- | 
adelphia, at the American Road | 
Builders Association Highway Exhibit | 
in the Cleveland Auditorium, Cleve- | 


land, January 17-21. ‘ 
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Precision Files 
SWISS PATTERN FILES 
MADE IN UNITED STATES 


The only type we manufacture. 





TRADE MARK OF QUALITY AND SERVICE 


Ds 


Sold only through the Distributor 


American Swiss File & Tool Co. 
Elizabeth, New Jersey 


Also Manufacturers of 
Mechanics’ Hand Tools and Kaurls 




















easy fo 
operate: 


Ford Screw Hoists 
are soundly designed 


@ Economy in the purchase of a hoist is not merely a matter of 
price. It is a matter of flexibility, performance, ease of operation, safety 
and long life. 

You get all these in the Ford Screw Hoist because, being of sound 
design mechanically, these factors must prove the natural products. 
And the price is exceptionally low for the quality involved. 

And because of this, the Ford Screw Hoist can be made a good busi- 
ness getter for the distributors’ salesmen. 

Almost any plant needs a battery of these hoists—for maintenance 
or material handling; for the many jobs which are always present in 
the busy shop. Because Ford Screw Hoists are tested to a 50% overload 
they are always safe. They are available in capacities from 12 to 10 tons. 


FORD CHAIN BLOCK DIVISION 
AMERICAN CHAIN & CABLE COMPANY, INC. 


PHILADELPHIA, PENNSYLVANIA 
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2 BuY ACCO ounsiil 


Ph. A FEW OF THE 137 
felt. AMERICAN CHAIN & CABLE 


CW INDUSTRIAL PRODUCTS 
YY AMERICAN CHAIN DIVISION 
(DOMINION CHAIN COMPANY, Ltd., in Canada) 
Weed Tire Chains e Welded and Weldless 
Chain e Malleable Castings ¢ Railroad 
Specialties 
AMERICAN CABLE DIVISION 
Tru-Lay Preformed Wire Rope ¢ Tru-Loc Proc- 
essed Fittings © Crescent Brand Wire Rope 
Tru-Stop Brakes 
ANDREW C. CAMPBELL DIVISION 
Abrasive Cutting Machines e Floformers 
Special Machinery ¢ Nibbling Machines 
FORD CHAIN BLOCK DIVISION 
Chain Hoists ¢ Trolleys 
HAZARD WIRE ROPE DIVISION 
Lay-Set Preformed Wire Rope ¢ “Korodless” 
Wire Rope @ Preformed Spring-Lay Wire 
Rope © Guard Rail Cable 
HIGHLAND IRON & STEEL DIVISION 
Wrought Iron Bars and Shapes 
MANLEY MANUFACTURING DIVISION 
Automotive Service Station Equipment 
OWEN SILENT SPRING COMPANY, Inc. 
Owen Cushion and Mattress Spring Centers 
PAGE STEEL AND WIRE DIVISION 
Page Fence © Wire and Rod Products 
Traffic Tape « Welding Wire 
READING-PRATT & CADY DIVISION 
Valves ¢ Electric Steel Fittings 
READING STEEL CASTING DIVISION 
Electric Steel Castings, Rough or Machined 
WRIGHT MANUFACTURING DIVISION 
Chain Hoists ¢ Electric Hoists and Cranes 


Gu Teusinese for Your Safely 
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Maurey 
Type No. 3 
Pulley 











FILL YOUR ORDERS FOR V-TYPE PULLEYS 


rrom TH MAUREY LINE 


The extra quality and fine work- 
manship found in Maurey V-Pul- 
leys are the reasons so many users 
prefer them to all other kinds, 
and they cost no more. Fill your 
pulley orders from the Maurey 
Line and they stay sold. 


@ STRENGTH 

@ PERFORMANCE 
@ APPEARANCE 
@ COMPLETENESS 


We are the world’s largest manu- 
facturers of single groove steel 
V-pulleys. There are no die cast 
hubs used on Maurey Pulleys — 
only cold rolled steel or malleable 
iron. Attractively finished in silver 
aluminum lacquer. There are terri- 
tories still open for alert distribu- 
tors who want a profitable line of 
pulleys to sell—MAUREY STEEL 
V-PULLEYS! 











Make Your Bed 
With the Oil Man 


(Continued from page 19) 














Maurey 
Variable Pitch 
Diameter Pulley 











MAUREY MANUFACTURING CORP. 





2907-15 S. WABASH AVE. 


CHICAGO, ILL. 





<p ly » 
INDUSTRY’S| 
° No. 1 Screw Stock 


Screw Stock 


Cold Drawn Bars 


+ 
Ground Shafting 





Fabricated from Ultra-Cut Steel on high speed 


automatic screw machines . . 





° 
Alloy Steels 


. smooth, 


Extra Wide Flats 


bright 


finished parts produced at low unit cost. 


BLISS & LAUGHLIN, INC. 


HARVEY, ILL. 
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Snles Offices int all (Principal Cities 


This free-machining steel is a fast 
moving item on distributors’ racks 
and a fast cutting screw stock on 
their customers machines. 


It is first choice of the high 
sulphur Bessemer Screw Stocks 
among thousands of steel users 
for fabricating the vast majority 
of screw machine parts. Demand 
is constant and nation-wide .. . 
and B & L Ultra-Cut is now 
carried in distributors’ ware- 
house stocks from coast to coast 
. - » Rounds, Squares and Hexa- 
gons in all standard sizes .. . 
easy to get quickly and profitable 
to use always. 


BUFFALO, N.Y. 
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orders from the wells for tubing 
and casing run to $8,000 or more— 
and sales amounting to $14,000 on 
one order can hardly be called un- 
usual. 

Of course, the requirements of 
the oil wells go far beyond the gen- 
eral run of supplies, equipment and 
tools handled by the general mill 
supply house, even where oil coun- 
try tubular goods may be included 
in the list. 

For instance, the wells require 
drilling equipment, such as rotary 
tables, draw works, gas and steam 
engines, crown blocks, traveling 
blocks, elevators, tongs, spiders, 
drill pipe, “fishing” tools, bits, core 
barrels, rotary hose, cast iron float 
shoes and swivels. 

And in production they need 
Pittman counter balances, power 
units, geared pumping units, sucker 
rods, “horses’ heads,” oil well pro- 
duction pump barrels and rod 
hangers. 

These are items which the major- 
ity of basically industrial supply 
organizations do not get into. For 
the most part, they are sold by the 
houses which confine their merchan- 
dising activities pretty much to the 
oil industry. 

Nevertheless, it is a fact that the 
oil industry in all its ramifications 
is a lucrative market for a wide 
range of industrial supplies, equip- 
ment and tools which are common 
to mill supply houses everywhere 
and for many special items which 
logically fit into the distributor’s 
sales set-up. 

And it is likewise a fact that 
progressive distributors in the oil 
well districts, have, generally 
speaking, analyzed the various 
phases of the oil industry, with an 
eye to specific markets and are 
cultivating the divisions which they 
feel they should reach with sales 
efforts on the lines they handle. 

Wherever there is industry, you'll 
find the industrial distributor serv- 
ing it, and, just as truly, you'll find 
him adapting his stocks and sales 
efforts to its needs so far as these 
do not run too foreign to his basic 
set-up. And the oil districts are no 
exception to the rule. 








“AMERICANS” 
The Recognized World Standard in 
POWER TRANSMISSION 


American Steel Split Pulleys have won world- 
wide recognition strictly on the basis of perform- 
ance in the world’s greatest industrial enterprises. 
More than eight millions have been sold. And 
every day they further prove their superiority. 


Modern Group Drives have demonstrated repeat- 
edly their advantages on a basis of efficiency and 
constructive economy. The same can be said for 
AMERICAN STEEL SPLIT PULLEYS—especially 
designed to meet modern power transmission re- 
quirements. Save two ways — by being both 
power-wise and pulley-wise. 


The American Pulley Company has made many 








outstanding contributions to the development of 
power transmission equipment. The most recent 
of these is the American Tension Control Motor 
Base which has added tremendously to the effi- 
ciency of both flat and V-belt short center drives. 
* 
Send at once for our latest catalog listing 
full details of construction, sizes, engineering 
data and prices on all power transmission 
items. It will prove a valuable source 
of substantial maintenance economies. 


THE AMERICAN PULLEY COMPANY 


4200 WISSAHICKON AVENUE, DEPT.3 
PHILADELPHIA, PA. 








MERICAN 


PULLEY COMPANY 
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Complete len 
ROPER PUMPS 


GENERAL USE 
for hand in | 
clean liquid 
tories, cold 
plants, chemical 
plants, dyers and 
cleaners, etc. 
(Write for Bulletin 
MSR-3). 


any 
in fac- 


storage 
| 





MACHINE TOOLS 


for handling cut- 
ting compounds and 
lubricating 


liquids 
on metal working 
machines. (Write for 


Bulletin MSR-4). 


GASOLINE 
AND OILS 


especially 
for transferr 





HAND TRANSFER 


rotary gear vane 
type, for handling thin 
or thick liquids. Attach 
to any type container. 
(Write for Bulletin 
MSR-2). 


or 


steam jacketed 
handling asp 
tum, creosote, 
cose, molasses 
and other 
liquids. (Write 
Bulletin MSR-9). 





sui 








POWER 

TRANSMISSION 
for hydraulic 
automobile lifts, 
elevators, presses, 
stokers snow 
plows, etc. 
(Write for Bulle- 
tin MSR-5). 





ited 
ing 


petroleum prod- 


sta- 


for 


ucts in. bulk 
tions refineries, 
etc. (Write 
Bulletin MSR-7 





HEAVY LIQUIDS 


for 
hal- 
glu- 
tar 


viscous 


for 


GEO. D. ROPER CORP. 


Rockford, Illinois 


ROPER 


ee 





| 


| as 


| corrugated tube is reinforced with 
| outside 








Flexible Highways 
for Steam 


(Continued from page 30) | 








more capable of withstanding 
torque stresses, and are of course 
impervious. Wall thickness may be 
low 0.008 in. in small) 
diameters and as much as 0.030 in. 
in large ones. Normal, or “open” 
pitch tubing with straight-wall cor- 
rugation not flexible as 
“close” pitch, but is lighter and 
cheaper per foot. Either type of 


as 


is as 


braids, braid material, 
number, spacing or type being 
changed to suit higher pressures. 
Commonest practice is simply to in- | 
crease the number of braids as| 
pressures go up. 

Spiral-wound or interlocked metal | 
hose is made in a number of pat- 
terns, only a few of which are 
shown. A strip of metal is profiled | 
or grooved, then wound around a| 
mandrel with the overlapped edges 
forming a lock joint, normally gas- 
keted with cotton, asbestos, rubber, 
or copper worked within the joint. 
Cotton takes normal pressures and 








| temperatures, asbestos higher tem- 


| 
| 


peratures, rubber seals against gas, 
and copper handles high pressure 
and superheat. Most fibrous-packed 
types have the tubing lubricated to | 
increase flexibility, although a nor- | 
mal interlocked }-in. diameter hose | 
will coil in about 8 to 12 inches. | 

Materials for metal hose are | 
commonly high-tensile or phosphor | 
bronzes, but for special conditions | 
may be aluminum, Monel, steel, | 
Ambrac, stainless steel, etc. Most | 


|steam hose has either phosphor | 


| pressure, and 400 deg. F. For super- 


| unit hose, 





bronze, high-tensile bronze or steel. | 
85Cu-15Zn alloy is used for sat-| 
urated steam up to 25 lb. per sq. in. 


heated steam, added strength or 
sudden temperature changes, Monel 
replaces it, and steel takes care of | 
increased abrasion. 4S aluminum is 
commonly used for weight saving 
in aircraft hose, 3% silicon bronze 
for oil-burner and refrigeration- 
nickel and silver for 
small-diameter chemical hose. 
Stainless steel is strongest of the 
alloys generally used. Monel, steel, 
bronze, brass and aluminum follow 
in that order. The seamless type 
is supplied in steel, bronze and 
Monel, while spiral-wound types 





can be supplied in stainless steel, 
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This is 
your 
story 


i. 
é: 
AY 


AND WE'LL STICK TO IT 


Your customer’s dollar goes 
farther when you sell Dart unions. 
And your sales effort brings a higher 
return on your investments. 


| 


vw 


The reason: Darts have extra-wide, 
bronze seats, ground to a true ball, 
full-bearing joint. And Dart bodies 
and nut of air-refined malleable iron 
give higher resistance to stretch and 
distortion. These extra features make 
Darts stand longer service—cost far 
less in the long run than ordinary 
unions—enable you to tell a strong, 
hard-hitting sales story no other 
union can match. 


Tell Dart’s story to your trade, and 
Darts will tell a different, better story 
on your sales and profit records. Let 
us send you “Dart’s Deal” today. 
Write. 


RSS — 
SS B 
= YS — 
= == 
SS =— 
=> —— 


‘itll 





unton s 
E.M. DART MFG. CO., Providence, R.1. 


Sales Agents: The Fairbanks Company, New York, 
and all branches. 
Canadian Factory: Dart Union Company, Ltd., 
Toronto, Canada. 
































Now 1s the Time to Make New Connections 


or Improve Your Present Ones 


W ARE IN A PERIOD OF DEPRESSION — business has 


fallen off — production has been curtailed. These are 
facts confronting us all. 


Does this mean we should stop everything until times get 
better? The- answer is NO! 


When we are rushed, we have no time to take on some- 
thing new — something which might reduce our costs— we can't 
swap horses while crossing a stream. 


When we are slack, we have time on our hands which 
should be employed in placing our house in order for the good 
times to come, and, among other important things, we should 
check up all our supplier-connections to see if we cannot buy 
better materials at the same price or materials as good as we 
have been getting at lower prices. Now is the time to make 
new connections — not when we are rushed. 


We now have the time, and should have the desire, to 
talk to all the competitors of our suppliers. If we will do this 
we will be surprised to find that money can be saved all along 
the line. 

rt # # x Xf 2 

Clover Mfg. Co. can give you quality in Coated Abrasive 
materials, and can save you money at the same time. Among its 
customers are many of the outstanding concerns in the country 
if we can satisfy them we can satisfy you— and, while main- 


taining quality, they are all saving money through dealing with us. 


One of the finest, best-equipped and well- 
financed plants is at your disposal for your 
Coated Abrasive requirements. 


CLOVER MEG. CO., Norwalk, Conn. 
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steel, bronze, brass, Monel or 
aluminum. Where vibration resis- 


SELL TH EM BY tance is a factor, the corrugated 


type, generally in bronze or Monel, 


NAME E “ is preferred. In general, steel is 
eee recommended for temperatures up 
AND BE SURE OF QUALITY | |'? 19% dex. F. and bronze for 


“We Oil the Wheels of Industry” 

































@ Recommend ESSEX lubricating devices [ CORRUGATED 
to your customers. The name ESSEX has SRACEDEDEGET, 

























stood for quality in brass goods for over 
30 years. 

ESSEX lubricators are made for every 
class of service and each type has distinc- 
tive design features. ESSEX feeds the 
heaviest oil freely and regularly even in 
cold weather. These lubricators are so 
constructed that there is perfect inter- 
changeability of parts—though they have 
been in service a number of years. 

Don't let these sales get away from you. 
They can be yours if you go after them. 
Products with the quality and reputation 
of ESSEX will build up the lubricating de- 
vices end of your business and net you good 
profits. Investigate our line of Sight Feed Lubri- 
cators — Hand Oil Pumps — Oil Cups — Oil 
Gauges—Water Gauges—Sight Feeds—Plural 


Chain Lever 
Water Gauge 
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“Pilot” 
Glass Body 
Sight Feed 

Oi Cup 
































Oilers, etc. 

ESSEX BRASS CORPORATION 

2000-2006 FRANKLIN ST. DETROIT, MICH. | 
“Cyclone” Mfrs. of ‘Michigan Lubricators'’,"’General Brass’' 
a Water Gauges, "Essex" Brass Goods | 








There Is No "Recession" 
When You Sell... 


MILWAUKEE 
Industrial | 


all-Bearing | 


@ "Recession" ailments cut no figure in the sale of MILWAUKEE Wire, 
Bristle, and Fibre Brushes—hand or power, standard or special types— 
for a vast number of production and maintenance requirements. Every 
industrial plant is always in need of and a prospect for these con- 
venient "Service Tools." Built right and sold right, MILWAUKEE Indus- °O> SSS D>: S- S-F 
trial Brushes offer unlimited possibilities for the aggressive distributor. Op tr” 


We invite your inquiry. | 


High-Ridge Interlock 


Armor 
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THE MILWAUKEE BRUSH MANUFACTURING COMPANY 


2212-2236 North 30th Street Vilas Wel 44 A OO) hI 








Braided (braids braided) | 





The Key Line to Correct Industrial Brush 4 pplication 
























Metal Hose Details 
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* Thermod + 


BRING NEW EFFICIENCY 


The rapidly growing 
popularity of Thermoid 
Multiple-V Belts is 
caused by theireconomy, 
adaptability and effi- 


More Than Halfa 
Century of Pro- 
gressiveEngineer- 
ing and Product 
Development 


cient performance on both 
simple and complex jobs. 


Every day, in all types of in- 
dustry, they are demonstrat- 
ing these decided operating 
advantages: 


1. They operate continuously 
in either direction and can 
be reversed in operation. 
2. No “’shut-downs”’—if one 
belt breaks, operations can 
continue with the remaining 
belts until a replacement 
can be made. 3. They are 





Standard types of belting 
made by Thermoid 
Conveyor Belting 
Transmission Belting 
Multiple-V Belts 

Grader Belting 

Canners’ Belting 


her 


THERMOID RUBBER, DIVISION OF THERMOID COMPANY, TRENTON, N. J. 


Bucket Elevator Belting 
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MULTIPLE-V BELTS 


POWER TRANSMISSION 





TO 


silent, do not transmit 
vibrations. 4. Low op- 
erating tension prolongs 
bearing life. 5. They have 
a sure grip which pre- 
vents slippage. 6. They 
operate with high effi- 
ciency on short centers—oc- 
cupy minimum space. 7.Each 
belt is moulded to accurate 
sizes, does not require fre- 
quent adjustments. 


See your Thermoid Jobber 
now. He is equipped to 
fully advise you on the 
proper specifications for 
Thermoid Multiple-V Belts to 
suit your needs. Or write 
to us direct. 


Standard types of belting 
made by Thermoid 

Grain Elevator Belting” 
Agricultural Belting 

Hog Scraper Belting 

Endless Thresher Belting 

Oil Country Belting 

Axle Lighting Belting 














A I 
TAP 


Distributors selling the CARD 
LINE can be assured of two things: 


First—tThey can sell against any 
competition and know there is nothing 
better. 


Second —That the CARD SALES 
POLICY fully protects their efforts. 


What more is needed for Tap and Die 
profits. 


“A a al 





S. W. CARD MFG. CO. 


Division of Union Twist Drill Co. 
Mansfield, Mass., U. S. A. 


STORES: New York: 61 Reade St., Chicago: 11 South 

Clinton St., Detroit: 6540 Antoine St., San Francisco: 

121 Second St., Los Angeles: 168 So. Central Ave., 
Seattle: 568 First Ave., South 


~AWMAALH.08 



















the 
their 
products to your 


by telling 


merits of 


best prospects in 


FACTORY. 





FACTORY has more plant 
operating official subscribers 
than any other business paper. 
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temperatures up to 450 deg. F. Of 
course these metals, especially stain- 
less steel and Monel, will withstand 
higher temperatures, but under pro- 
longed heat accompanied by vibra- 
tion and internal pressure, the 
allowable service temperature must 
be reduced. 

The braid any metal tube 
may be any of three types: beamed 
braid, which has 4 to 12 strands 
of wire to the pick and withstands 
normal pressures; keystone braid, 
in which flat ribbons or bands of 
metal in basket weave; and braided 
braid, in which several braids are 
in turn braided together for resist- 
ing extreme pressures. Several lay- 
ers of braid are also applied one 
over the other to achieve the same 
result. For example, a 4-in. corru- 
gated tube without braid can stand 
only 300 Ib. per sq. in. internal pres- 
sure before it begins to elongate, 
but one braid over the tube in- 
creases its resistance to 8,000 lb. 
per sq. in., and a second layer of 
braid raises it to 10,500 lb. The 
first layer of braid usually will 
develop a strength of 80% that of 
the sum of the wires of which it is 
formed; the second braid has some- 
what lower efficiency due to friction 
between layers. 

Braid. like tube, material is 
varied. Bronze is commonest, with 
steel becoming more and more com- 
mon, Aluminum braid is used on 
aircraft hose to reduce weight, and 
stainless stee] where corrosion is a 
factor. Over this braid, if the hose 
is subjected to abrasion, a wire 
helix may be wound, or an outside 
interlocked casing, without packing, 
may be applied. In the latter case, 
the casing makes kinking impos- 
sible and avoids injury to the oper- 
ator’s hands from frayed braid. It 
is normal also to put several extra 
layers of braid at hose ends to re- 
duce stress concentrations there 
this is practical because metal steam 
hose is nearly always sold with fit- 
tings attached. These may be ap- 
plied by a number of specialized 
methods, including soldering, braz- 
ing, pressure or compression fit- 
tings. 

Aluminum tube usually has fit- 
tings welded on. 


over 


Metal hose for plant use is also 
often covered with layers of as- 
bestos and brown duck at the work- 
ing end for ease in handling. The 
combinations of coverings are al- 
most endless. One company, for ex- 
ample, makes three combinations. 
The light-duty has woven asbestos 














How Kennedy 
helps you sell valves 


Some of the many 





Kennedy Valve types 
y YP HOW a plant engineer any Kennedy Valve and 


he will first be attracted by its clean-cut pleasing 
appearance and sturdy proportions. Next, its many 
conveniences and refinements of design will impress 
him favorably. Not only are Kennedy Valve bodies 
and operating mechanisms strong and well designed, 
but in the minor details too—the stuffing box, bolts 
and nuts, bushings, etc.—Kennedy has provided for 
extra ease of operation and adjustment and thorough 
dependability. 








Once a customer has tried a Kennedy Valve, you 

Bronze Bronze Globe rps . 
Gate Valves and Angle Valves will find repeat orders come automatically, for Ken 
nedys invariably give long and trouble-free service. 
Kennedy helps you sell valves by their skillful designs, 
accurate manufacturing processes, and extra values 


that assure satisfied customers. 





The large Kennedy line includes an exactly suitable 
Bronze lron-Body j ‘ 
Check Valves Check Valves type and size for every standard requirement; and 
you are assured of prompt attention to orders by the 
well-stocked and conveniently located Kennedy ware 
houses. 


Send for Complete Information 
and Dealer Helps 


The Kennedy Valve Mfg. Co. 
Elmira, N. Y. 
al- 


js KENNEDY 
S| Lose | OMLVES with Extra Value 


MILL SUPPLIES © FEBRUARY 1938 


it- 


so 
iS- 





he 




















ALLIGATOR 


TRADE MARK REC. U.S. PAT. OFFICE 


STEEL BELT LACING 





The compression grip 
protects belt ends. 





Rocker Hinge Pin. Great strength. 
Separable joint Long life. 
Made also in "Monel Metal" and non-mag- a 


netic alloy for special service, and in long 
lengths for wider belts. 








12 Sizes in 
Sold only through jobber-dealer trade channels. Pant Gee 
Sole Manufacturers ~ 
FLEXIBLE STEEL LACING CO. > 


4633 Lexington Street Chicago, Illinois 


In England at 135 Finsbury Pavement, London, E. C. 2 


YOU'LL SAVE © 


TI 


BE MORE SATISFIED WHEN | (is ae y 
fp. 


\ 
TWIST DRILLS, HOBS, REAM- | aN 
ERS AND MILLING CUTTERS! 





“Never Lets Go” 


a 






Se 












DETROIT U. S. A. 


Factory Branches: ° New York « Chicago °* Philadelphia 
Distributors in Principal Cities 


Tap and Die Division, WINTER BROS. CO., Wrentham, Mass. 


~ NATIONAL TWIST DRILL ano TOOL CO. 


Cleveland 
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insulation over the interlocked tube, 
in turn covered by bronze-wire 
braided jacket, the second grade 
adds a bronze-wire woven jacket 


| within the asbestos for greater 


strength in long lengths, and the 
third has a woven asbestos inner 
cover, a braided-wire intermediate 


| one, and a woven cotton jacket. 


Short lengths of metal steam 
hose are commonly supplied in 
short assemblies with slip fittings 
to be used for vibration eliminators 
in plant piping. These have special 
supports to prevent sagging and 
stress concentration at joints. Other 


| assemblies with a frame to hold 


them in a single plane and to make 
them self-draining are supplied for 
presses with heated platens. 

End fittings, as mentioned 
earlier, are usually applied by the 
hose maker, although there are 
some removable types. The parallel 
corrugated tubing has the par- 
ticular advantage that renewable 
fittings for it are relatively simple. 








Guess What! 


Answers to Questions on Page 27 








1. Good - quality high - carbon 
steels, properly forged, annealed 
and hardened. 

2. According to cross-sections 
and general shapes, and further by 
the type of cuts forming the teeth. 

3. Three: single-cut or float, dou- 
ble-cut and rasp. 

4. Single-cut has one unbroken 
course of teeth, or chisel cuts, 
across its surface. Teeth are par- 
allel and usually at 65 to 85 deg. 
to the axis. 

5. Double-cut files have two cuts 
crossing each other at an angle. 

6. The first is the “overcut”, the 
second the “upcut”, the latter usu- 
ally a little finer and not as deep 
as the other. 

7. The overcut is usually 40-45 
deg. off the file axis, the upcut 
usually 70-80 deg. 

8. Yes; the first angle is some- 
what smaller, the second somewhat 
larger, to give a large number of 
small, pointed teeth. 

9. General machine-shop and 
foundry work. 

10. On lathe work, where double- 
cut might scratch, for saw filing, 
and for finishing work previously 
rough-filed. 

11. “Hogging”’. 

12. No; it is a circular file de- 
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CLEVELAND 


If you are a salesman for a Distributor 
of “Cleveland” Twist Drills and 
Reamers, you will find this advertise- 
ment—at the upper left—the first of a 
series of Performance stories of the 
products you are selling. 


It’s fairly easy to go to a prospective 
user and make a series of broad, general 
claims. But, you know how much 
stronger your argument is when you are 
able to say “Here is a case of a manu- 
facturer who has been using ‘Cleve- 
land’ Twist Drills and Peerless High 


TRADE MARK REG U S PAT OFF ANDF 


30 READE ST. NEW YORK 
6515 SECOND BLVD., DETROIT 





T DRILL 
TwIs PANY 
gr state 


a2 EAST OF AND 


12 
cLieve 


9 NORTH JEFFERSON ST. CHICAGO 
LONDON - E.1.. BARRUS, LTD.- 


This advertisement is 
scheduled to appear 
in the following pub- 
American 
Machinist, February 9; 
The Iron Age, Febru- 
ary 3; Machinery, 
February; Mill & Fac- 
tory, February; Mod- 
ern Machine Shop, 
February; Railway 


lications: 


Mechanical Engineer, 
February; Steel (2 
colors), February 14. 








t 
aeavoy T° ait 
t 


Speed Reamers exclusively for the past 
18 years to drill and ream the hard- 
working side-arms of printing presses. 
Note how narrow are his tolerances! 
Observe how many holes he is able to get 
per grind! Where extreme accuracy is 
a consideration, just think of what these 
tools have been doing in tough steel 
drop forgings for 18 years!” 


More than ever, during 1938, be smart 
—and make “Cleveland” advertising 
your Assistant Salesman. 





TWIST DRILL 


COMPANY 
1242 EAST 49" STREET 


OREIGN COUNTRIES 
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CLEVELAND 


654 HOWARD ST. SAN FRANCISCO 
35° 36° 37 UPPER THAMES ST 
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LEADING BRUSH MANUFACTURE 
TO SELL PLAN 


Philip F. Smith 
Assistant Manager 
Brush Division 


MANUFACTURERS’ ADVERTISING IN /QCQC 
MAKES THE DISTRIBUTORS JOB EASIER 























SES 


)PERATING MEN! 


Osborn backs up its distributors by telling 
industrial buyers why "It's good business 
to use good brushes." 


@ "One of the most important reasons for advertising 
Osborn Brushes in FACTORY is to help distributors’ sales- 
men meet the indifference of some industrial buyers to 
the important relation between brush costs and wages," 
writes Philip F. Smith, Assistant Manager of the Brush 


Division. 


Another good reason, we would like to add, is that 
FACTORY reaches more of these influential operating 
officials than any other business paper. Manufacturers’ 
advertising in FACTORY paves the way for distributors’ 


salesmen to sell more effectively. 


Factory deals with plant operat- 
ing problems common to all 
manufacturing, and appeals to 
plant operating officials who 
are in charge of management, 
production, and maintenance. 
Editorial emphasis is placed on 
such management subjects as 
employee relations, wage incen- 
tives, waste elimination, safety, 
foreman training. 
Among the production subjects are production control, 
cost control, time and motion study, plant layout, mate- 
rials handling, power transmission, electrical application, 
air-conditioning, welding. 
In the maintenance field typical subjects are organization 
and management of maintenance, building upkeep and 


repair. 


A McGRAW-HILL 
PUBLICATION 


330 W. 42nd Street 
New York, N. Y. 








MARVEL 


High-Speed-Edge 


This is the 

blade that 

made modern high 
speed sawing possible 





W rite 


for 


Catalog 


Because they are 
strictly high speed 
(have a_ cutting 
edge of 18% Tung- 
sten High Speed 
Steel) and at the 
same time are pos- 
itively unbreaka- 
ble, MARVEL High- 
Speed-Edge Hack 
Saw Blades have 
made heavy duty, 
high speed, auto- 
matic 
sawing machines 


— eo 
practical. 


On any equipment, 
they permit with 
safety, higher run- 
ning speeds and 
sures, and will al- 


ways assure more 


cuts per dollar. 


Armstrong-Blum Mfg. 


“The Hack ne Peopl 


Co. 


5753 Bloomingdale Ave. 


Chicago, U. S. A. 


production | 


greater feed pres- | 


| be a king; therefore it must be Card 


OE TT 
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signed to be operated mechanically. 

13. Teeth are formed by raising 
small portions of stock from the 
blank, with pointed tool or punch. 
Thus teeth are individual. 

14. For rough work by 
smiths, woodworkers, cabinet-mak- 
ers, rubberworkers, etc. 

15. Rough, coarse (or middle), 
bastard, second cut, smooth, dead- 
smooth, and super-smooth. 

16. Yes—the larger the file, the 
larger the teeth, so comparisons 
can only be made between files of 
the same length. 





17. Uusually double-cut. 

18. Single-cut. 

19. A small, special-shaped file. 

20. Both single-cut and double- 
cut. 

21. Bastard, 
smooth. 


second-cut and 

22. Bastard 20-25 per inch; sec- 
ond-cut, 30-40; smooth 50-60. 

23. Yes, a number—some having 
teeth of varying heights, ete. 

24. Round, pippin, 3-square, oval, 
knife, flat, auriform, square, flat 


safe-edge, half-round, crochet, loz- | 


enge, round-edge 
barrette. 


joint, crossing 


25. For toolmakers and diesink- | 


ers, these files have finer cut, 
sharper teeth and superior hard- 
ness. 

26. By numbers from 000 (very 
coarse) to 8 (very fine) usually. 

27. 000 is rough, 00 bastard, 0 or 
1 second cut, 1 or 2 smooth cut, 
2 or 3 to supersmooth cut. 


28. Yes, lift must be kept very | 


low, or the water allowed to run into 
the pump. 

29. Be sure all cocks and drains 
on cylinders are opened when the 
pump is stopped. 

30. Support both suction and dis- 
charge pipes right next to the 
pump. 


Triangle in Cardboard—Answer 


(a) Card No. 3 can’t be 
From (b) Card No. 2 can’t 


From 
a king. 


No. 1. (c¢) shows that both Cards 
1 and 2 can’t be hearts, and (d) 
shows that two spades must come 
together. Therefore Cards 1 and 
2 must be spades. Thus, Card No. 
1 is the King of Spades, Card No. 
2 the Queen of Spades, and Card 
No. 3 the Queen of Hearts. 
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black- | 


| CHICAGO 


HAMMERS 
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| 
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CHICAGO RAWHIDE MFG., CO. 


1290 Elston Avenue, Chicago 























| For Faster, Cleaner 
Metal Finishing! 


Enjoy sales and profits with this sharp, clean- 
cutting, fast-cutting abrasive sheet for 
uniform metal finishing by hand. Armour’s 
Electrocoated Alundum Cloth in sheets is 
just the type of abrasive product your trade 
is waiting for! Even arrangement of abrasive 
grits, sharp-edge up, is assured by the Elec- 
trocoating process. 

For increased production and for real 
economy sell Armour’s Electrocoated Alun- 
dum Cloth. It will deliver ‘‘plus’’ results to 
your customers—and to you, the repeat 
business that makes real profit possible. 





ARMOUR SAND PAPER WORKS 


Division of ARMOUR and COMPANY 
OD 20 BR ©. @ On op ae On een On - © On. Gene) 


Stocks Distributed from branches in following cities: 
BOSTON NEW YORK BUFFALO PHILADELPHIA MILWAUKEE DETROIT PITTSBURGH CLEVELAND 
0, 00)9.0. 9:0 20) 06.) ST. LOUIS SAN FRANCISCO LOS ANGELES SEATTLE HIGH POINT, N.C. CINCINNATI 
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MAIN: FEATURE 


Handles large quantities at high pressure 
Convenience for holding small pieces 


Streamline design and powerful motor 


Light weight makes for portability 


Special driving connection design 


Light and extremely sharp cutting edge 


Non-absorbent and longer life 


Liquid form gives wide variety of uses 


Shock resistance and uniform wall thick- 


ness 


Molded rubber collar prevents shorts 


Simplified piping and greater capacity 


Simplicity of operation 

Practical for all types of finishing 
Adaptable for all hard metals 
Simple application without tools 


Sturdiness and extreme flexibility 


Provides easy transportation for drums 








MANUFACTURER 


Fairbanks, Morse & Co. 
Brown & Sharpe Mfg. Co. 
Syntron Co. 

Harrington Co. 

Link-Belt Co. 

The Stanley Works 
Monarch Machine Tool Co. 
American Solder & Flux Co. 
Republic Steel Corp. 


Fostoria Pressed Steel Corp. 
V. D. Anderson Co. 

Jeffrey Mfg. Co. 

Skilsaw, Inc. 

Black & Decker Mfg. Co. 
SKF Industries, Inc. 


Ideal Commutator Dresser 
Co. 


Wash Co. 











NEW PRODUCTS 
WITH SALES POSSIBILITIES 


Duplex Steam Pump 





A new duplex steam 
eight-cover side-pot type 
and improved piston 
offers an economical means of 
handling oil, water or other free- 
flowing liquids at high pressures and 
in large quantities. It was developed 
particularly for industrial and oil 
field boiler feed service, but is said 
to be suited to many general indus- 
trial, railroad, and municipal appli- 
cations. Sizes are available for capac- 
ities up to 148 g.p.m. and fluid-end 


pump with 
fluid end 
valve steam 
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pressures up to 1,000 lb. per sq. in. 
The balanced, piston-type steam 
valves assure efficient operation even 
with high steam pressures and with 
super-heated steam. Valve openings 
close completely, without loss of pres- 
sure, under all conditions of tempera- 
ture and pressure. The eight-cover 
side-pot fluid end permits easier serv- 
icing than do other types of con- 
struction where larger valve pot cov- 
ers are employed to cover several 
valves. Each suction and discharge 
valve is located in its own valve pot 
and is easily accessible through the 
removal of a single valve pot cover. 
The steam and fluid ends are each 
effectively sealed by an ample supply 
of packing in an extra deep stuffing 
box fitted with a removable bolted 
gland. Primary buying officials to be 
contacted in introducing this product 
are chief engineer, purchasing agent 
and plant superintendent.—Fairbanks, 
Morse & Co., Chicago. — MILL 
SUPPLIES, February, 1938. 
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Chuck Adapter Plates 





“es *= a 
a , 
New adapter plates have been 


developed, available in two sizes, de- 
signed to hold small pieces which can- 
not be held readily on the regular 
surface of magnetic chucks of the 
permanent magnet type. These plates 
are made of narrow steel strips or 
bars alternating with non-magnetic 
brass spacing strips. When placed 
on the magnetic chuck, the magnetic 
flux from the chuck is conducted 
through comparatively narrow steel 
strips of the adapter plate. Each of 
these narrow magnetic flux circuits is 
separated only by a narrow brass 
spacing strip, so that correspondingly 
small pieces can be held securely over 
the entire surface of the adapter 
plate. These adapter plates are avail- 
able in two sizes for the two sizes 














Sell the right line 


and they'll come 
back .... the 


CAPITAL 
RED CAP LINE 











METAL CASE 




















@ Customers always come back when 
they get the best value for their money. 
We ought to know—they've been com- 
ing back for Capital Red Cap brushes 
and brooms for almost fifty years. When 
a distributor once sells the Capital Red 
Cap Line it becomes a standard prac- 
tice. The reason is obvious—he builds 
up @ good repeat business and makes a 
good profit and that's why he's in busi- 
ness! 


@ Our products give long-lived perform- 
ance—we give prompt service on your 
orders—satisfaction is guaranteed. Our 
brushes and brooms are high quality and 
we assume full responsibility if they ever 
“let you down." You'll be amazed at the 
turnover when you stock Capital Red 
Cap brushes and brooms. 





MILL BROOM 





FLOOR BRUSH 











INDIANAPOLIS 





BRUSH & BROOM MFG. COMPANY 





Established 1890 





Cor. Brush & Broom Sts., Indianapolis, Ind. 





| heat-treated 





of Brown & Sharpe permanent mag- 
netic type chucks and can be used 
in pairs on the No. 618 chuck. 
Primary buying officials to be 
tacted in introducing this product aré 
purchasing agent, chief engineer and 
master mechanic——Brown & Sharpe 
Mfg. Co., Providence, R. I.—MILL 
SUPPLIES, February, 1938. 


con- 


Half-Inch Drill 


Among the new portable drills re- 
cently introduced by this firm is a 
portable half-inch electric drill that 
is an ideal tool for all-purpose work 
on production lines, for factory main- 
tenance and for outside rough con- 
struction service. It is of streamline 
design, with all corners rounded off 
so as not to catch in the operators’ 
clothing. Sturdy cross bar handles, 
together with an end spade handle 
provide easy operation. The aluminum 
shell houses a_ universal electric 
motor. The reduction gears are all 
chrome molybdenum 


steel, ball-bearing mounted. The 


three-jaw geared Jacobs chuck accom- | 


modates up to 3-in. straight shank 
drill bits. Catalog information on the 
entire line is available from the man- 
ufacturer. Primary buying officials to 
be contacted in introducing this prod- 
uct are purchasing agent, chief engi- 
neer and plant manager.—Syntron 
Co., Homer City, Pa.—MrL. SuPPLIEs, 
February, 1938. 


Lever Hoist 





the 


named 
ball-bearing lever 
| hoist and puller can be used in any 


Appropriately 
Along,” this new 


| position and will hold the load at 
| any point. It is made in two sizes, 


“Cum- | 


7 and 14 gross tons, with the chain | 


of high carbon steel electrically 
welded and heat-treated for strength 
and long life. Its light weight makes 
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CLARK 


PRODUCTS 
FOR 
EVERY NEED 





When you stock 
and sell THE 
CLARK LINE you 
have the assurance 
that you are giving 
your trade full qual- 
ity value that will 
give complete sat- 
isfaction. 


Investigate 


THE CLARK LINE 
NOW! 


MACHINE BOLTS 
CARRIAGE BOLTS 
PLOW BOLTS 


COACH AND LAG 
SCREWS 


SPRING CENTER 
BOLTS 


ELEVATOR BOLTS 
SET SCREWS 

CAP SCREWS 
HEXAGON NUTS 
THUMB NUTS 
SPECIAL BOLTS 






































































A 
GOOD 
PRESSURE 
REGULATOR 





—Moderately 
Priced 


is a quality Pressure Regulator 

built to give accurate, trouble-free service 
—yet priced low enough for use on small 
steam heated units such as Unit Heaters, 


ERE 


Presses, Jacketed Kettles, Sterilizers, and 
Vulcanizers as well as on all types of air 
operated equipment. No. 13 features: Built- 
in Strainer, Single seat—tight closing, main- 
tains reduction regardless of circulation. 
All parts accessible and renewable with- 
out disturbing pipe connections. Complete 
range of sizes for steam, air, or gas service. 
Semi-steel, bronze, or steel body with bronze, 
monel, or nitralloy trim. Quotations and liter- 
ature on request. Ask for your copy of the 
Davis Pressure Regulator Service Chart. 





Write 


PROMPT reply will be given to your in- 
quiry for catalog, prices, discounts, etc. We 
carry large stocks of standard items and 
can make quick delivery. Special control 
problems solicited. DAVIS REGULATOR 
CO., 2544 S. Washtenaw Ave., Chicago, IIl. 
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it highly desirable for portability. 
The handle movement can be as little 
as 30 deg. or as much as a full cir- 
cle. Chain is entirely flexible in any 
direction. Load wheel and_ pinion 
shaft run in ball bearings. Primary 
buying officials to be contacted in in- 
troducing this product are purchasing 
agent, superintendent and plant man- 
ager.—The Harrington Co., Philadel- 
phia.— MILL SupPLIEs, February, 
1938. 


Coal Crusher 





two-roll 


A new 
crusher, known as chain 


spring-relief coal 
drive type 
“C” has been developed and placed 
on the market. It comes in three 
standard sizes. A major feature of 
design in these new crushers is the 
use of cut tooth wheels and roller 
chain for forming the driving con- 
nection to both rolls, from the crusher 
countershaft, which is mounted in 
anti-friction bearings. The roll shafts 
are carried in heavy rigid bearings, 
with one shaft adjustable to vary the 
size of product or to compensate for 
wear. Adjusting sleeves are provided 
with relief springs as a _ protection 
against excessive stresses. The rolls 
are of the segmental types, having 
cast iron spiders to which are bolted 
heavy alloy iron segments, heat- 
treated to a Brinell hardness of from 
500 to 600. The crusher is of all- 
welded steel framework combining 
lightness with strength and is of a 
simple, compact design. Primary buy- 
ing officials to be contacted in intro- 
ducing this product are purchasing 
agent, chief engineer and plant super- 
intendent.—Link-Belt Co., Chicago.— 
MILL SuPPLIES, February, 1938. 


All-Purpose Knife 











The new No. 
just placed on the market, is an es- 
pecially useful tool for carving, trim- 
ming and decorating fibre insulating 
board, for opening cartons, cutting 


1299 “Keen-Knife,” 


paper, leather, auto top and _ up- 
holstery materials, oilcloth, linoleum, 
asbestos, cardboard, rubber, rope, 
fabricoid and all other similar ma- 


terials. The handle is made from 
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cast iron, perforated with holes for 
lightness and finished in black japan. 
A fastening screw holds the two 
halves of the handle together. Inside 
the handle is a compartment for the 
extra razor type blades used with the 
knife. Five of the razor type blades 
are furnished with each _ knife. 
Primary buying officials to be con- 
tacted in introducing this product are 
purchasing agent, maintenance super- 
intendent, master mechanic and fore- 
man.—The Stanley Rule & Level 
Plant, New Britain, Conn.—MILL 
SUPPLIES, February, 1938. 





Lathe Wipers 


Newly developed Duprene wipers 
are now being used on the carriage 
wings as well as the tailstock base 
of lathes. The new synthetic rubber 
wipers are not affected by oil, acid 
or other liquids. Experiments show 
that the wiping surface of Duprene 
does not absorb grit, dirt, or abrasive. 
The manner in which these new type 
wipers have been installed assures a 














compression that results in a close 
contact against any surface of the 
lathe bed. The fact that there is little 
possibility of any foreign substance 
getting between the bearing surface 
of the carriage or the tail-stock base 
and the bed ways is said to prolong 
the life of the lathe bed, and to 
eliminate the possibility of scored bed 
ways. Primary buying officials to be 
contacted in introducing this product 
are purchasing agent, chief engineer 
and maintenance superintendent.— 
Monarch Machine Tool Co., Sidney, 
Ohio. — Mri Suppuies, February, 
1938. 


Tinning Flux 


A new tinning flux, “Blitzstone,” 
was recently developed and placed 
on the market. It is available in 
liquid form, the solution having a 
gravity of approximately 50 deg. 
Baume. In this form it may be used 
both as a dipping flux as well as a 
top cover for the surface of the tin 
bath, and has found application in 
plate mills and in the tinning of cast- 
ings. The manufacturer claims this 
flux gives a brighter, smoother and 
more uniform tinned surface and in 
many cases eliminates the objection- 
able and costly redipping operation. 
Primary buying officials to be con- 
tacted in introducing this product 
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FLEXIBLE SHAFTS 
AND MACHINES 
OF HIGH QUALITY 


psn Ys to 3 H.P. 
THE LARGEST 
AND 


FINEST LINE 
IN THE WORLD 


TYPES 
vc2—VC4 





PROMOTE 
THE SALE 
OF 
HIGH GRADE 
EQUIPMENT 
IT PAYS 


OUR NEW 
CATALOG IS 
UNDER WAY. 


N. A. STRAND & CO. 


MANUFACTURERS 
5001 No. Wolcott Ave., Chicago 


EASY TU SELL 


Because of So Many 








Exclusive Features 


BLACKMER 


HAND PUMPS 





are purchasing agent, superintendent | 
and master mechanic. — American | 
Solder & Flux Co., Philadelphia.— 
MILL SupPLIiEs, February, 1938. 


Heat-Treated Casing 





REPUBLIC 


eat-Tus 


CASING 





Production of a new oil country 
tubular product, heat-treated casing, 
was recently announced. The manu- 
facturer claims that by making use 
of a heat-treating process greater 
setting depths for lighter weights has 
been achieved without loss of safety 
features. This heat-treatment is said 
to result in high ductility to resist 
shock and in high compressive yield 
point to resist collapse. To accom- 
plish large scale production of this 
new casing, it was necessary to build 
a special furnace at Youngstown, 
Ohio. The changes undergone by the 
casing during the process are partly 
the result of a controlled balance 
between the chemical elements of the 


| steel. By cold-forming and electric 


resistance welding, uniform’ wall 
thickness and perfect roundness is 
assured. Primary buying officials to 
be contacted in introducing this prod- | 
uct are purchasing agent, chief engi- 
neer and superintendent.—Republic | 
Steel Corp., Cleveland, Ohio.—MILL 
SUPPLIES, February, 1938. 


Socket Seal 


To prevent the entrance of certain 
foreign particles into the space _ be- 
tween the lamp base and the socket, 
a new rubber socket seal has been | 
developed. This seal is a molded rub- | 
ber collar for medium base lamps 
which fits over the open end of the 
socket, so that when the lamp bulb 
is inserted the socket-lamp union is 
fully protected. This prevents the 
frequent shorts resulting from dirt, | 


| chips, grindings, oils and other for- , 


eign matter which might enter the | 


| socket. The lamp end of the socket | 


seal is feather-edged so that the seal | 
fits snugly around the lamp _ bulb 
base. Primary buying officials *to be 
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BELTING PRODUCTS 


SOLID WOVEN WHITE COTTON 
BELTING 


SOLID WOVEN WATERPROOF 
TREATED BELTING 
ENDLESS WOVEN BELTS 


Harvester Webbing Apron Webbing 
Sifter Brush Webbing , 
Shoe Machine Webbing Spindle Banding 
Bolting Cloth Webbing Linen Webbing 


Other Webbing and Belting Specialties 


The GLOBE PRODUCT coupled with the 
GLOBE POLICY makes dollars for distributors. 


Write for complete information 


Lose WOVEN BELTING CO., 
BUFFALO, N. 


te 





1402 CLINTON ST. 


a 


STEARNS 


LOW COST FAUCETS 


Be sure to stock Stearns faucets. It is a 
profit-making line. Low in price but high in 
dependable quality. Absolutely leak-proof. 
Guaranteed to hold all petroleum products 
and other non-corrosive liquids. Made of 
close-grained grey iron—cadmium plated. 


"SELF-CLOSING" 
Faucet No. 60 


%” U. S. Std. Pipe 
Thread. %” Flow. 
Special impregnated, 
permanent leather 
valve facing. No re- 
placement necessary. 








**LOCK-LEVER" 
Faucet No. 50 


%” U. S. Std. Pipe 
Thread. %” Flow. 
Plug ground to each 
barrel. Spring washer 
holds tight joint. 





OIL AND MOLASSES GATES 


We offer a full 
range of sizes and 
styles — available 
for immediate de- 
livery. Lockfast 
and Perfection pat- 
terns. Sizes '/,” to 
6”. Pipe thread, 
wood thread, 
flanged and porcelain lined, 





Write for circular, price list and discounts. 


E. C. STEARNS & CO., SYRACUSE, N. Y. 














1938 
means 
good 
business 
for 
distributors 
who sell 
the ADVANCE- 
BADGER Line 


® The distributor who 
has been selling Ad- 
vance-Badger Car Push- 
ing Tools knows that his 
1938 business is assured. 
He knows it pays to 
push these fine, reliable 
car movers—they make 
profits for him. 





® Advance-Badger Car 
Movers can be counted 
on for the toughest jobs 
—wherever cars are 
moved on sidings. Ease 
of handling, sturdy con- 
struction, speed, durabil- 
ity, these are some of 
the outstanding features 
of Advance-Badger Car 
Movers. Keep your stock 
up! 








The ADVANCE CAR 


Inc. 
WISCONSIN 


MOVER CO., 


APPLETON 





1 IMSURE 
CONTINUOUS 
PERFORMANCE 

OF BELTS / 


That’s why so many of your 
customers demand Cantol Belt 
Wax. And Atkins are constantly 
helping you sell Cantol with con- 
sumer advertising. Demand and 
advertising plus your own sell- 
ing efforts will make Cantol a 
very profitable sales item for 


you. Cantol comes in 


bars, 
liquid and paste. Stock up now. 


E. C. ATKINS AND COMPANY 


420 S&S IMMinois St. Indianapolis, Indiana 


ANTOL “477 
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contacted in introducing this product 
are purchasing agent, plant manager 
and superintendent.—The Fostoria 
Pressed Steel Corp., Fostoria, Ohio.— 
MILL SUPPLIES, February, 1938. 





Steam Trap 





This new steam trap is now avail- 
able to the high pressure, high tem- 
perature field and should find great 
use in power plants throughout the 
country. Simplified piping, greater 
accessibility and greater capacity are 
the advantages of this steam trap. 
The traps are complete requiring 
neither extra fittings nor the bending 
of pipes. It may be installed straight- 
in-line using the side outlet connec- 
tions; or as an elbow, using the out- 
let connection at the top of the trap. 
In either installation there are only 
two threaded joints required, hence 
only two possible sources of steam 
leak. Primary buying officials to be 
contacted in introducing this product 
are plant engineer, purchasing agent, 
and superintendent.—V. D. Anderson 
Co., Cleveland, Ohio.—MILL SUPPLIEs, 
January, 1938. 


Portable for Coal 


A new hydraulic portable for coal 
and coke is announced to the indus- 
try. With this machine it is not 
necessary to call the yard force when 
a move is made because this self- 
propelled unit moves forward or 
backward, pivots on either wheel and 
turns in its tracks. This new port- 
able is also equipped with hydraulic 
power for raising and lowering both 
the boom and the chute. Each op- 
eration can be done alone, or two 
operations can be carried out simul- 
taneously, as raising and traveling. 
Foot-end construction is such that the 
conveyor can be driven into the 
smaller sizes of coal and coke, loading 
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COLLIS 


SLEEVES... 
... SOCKETS 





Standard Type 
and 
Use-Em-Up Type 














Magic Type Chucks 
and Collets 


Lathe Centers 
Drill Chuck Arbors 
Drill Drifts 


SERVICE 
QUALITY 
ACCURACY 
DEPENDABILITY 























THE COLLIS COMPANY 
CLINTON, IOWA 





A 


BOLTS + + NUTS «+ 
SCREWS + « WASHERS 











EVERDUR + + COPPER * °* 
BRASS * * BRONZE °* * 
MONEL * * STAINLESS * * 


* Complete stocks and the ability 
and facilities to produce special 
orders promptly and satisfactorily 
make Harper your logical source of 
supply for items in NON-FER- 
ROUS metals. Your customers will 
appreciate the high quality of 
these products and return again 
and again thereby building your 
profits. Have you a copy of our 
catalog? 


The H. M. HARPER CO. 


2622 Fletcher St. Chicago, Ill 























iv : 
HELPS 
YOU 
SELL 













OR 54 years the men in 


all industries that buy the 
power supplies you sell have 
leaned on POWER for the 
newest and best in products 
and practices. Thus, when 
you say a good word for 
POWER—+to the fellow you 
sell to, and the fellow you 
sell for — you help yourself 
“get in" easier, spend less 
time on preliminary selling, 


make more calls, and hence 


more profit. 


POWER 


330 West 42nd Street 


NEW YORK CITY, N. Y. 








direct from ground story to trucks at 
the rate of 1 ton or more per minute. 
Angle steel reinforcing space at 18-in. 
intervals prevents dishing or sagging 
of bottom plates. Flight attachments 
are of angle steel held securely by 
4-in. rivets to the extra-heavy side 
bar of the drive chain, giving the 
attachment even greater strength 
than the drive chains themselves, 
which will stand a dead pull of 17 
tons. As the trough, or boom, has 
solid steel sides throughout its length, 
it will not sag or twist. All trouble 
from outside drive chains to the head 
end has been done away with and 
rollers instead of sprockets are used 
on both the head and foot end, a 
feature which eliminates trouble from 
one drive chain getting ahead of the 
other. Primary buying officials to be 
contacted in introducing this prod- 
uct are superintendent, purchasing 
agent and chief engineer.—The Jef- 
frey Mfg. Co., Columbus, Ohio.— 
MILL SUPPLIES, January, 1938. 


Disc Sander 


A new special duty disc sander that 
is practical for use with wire wheel 
brushes, cup grinding wheels and 
other accessories has just been an- 
nounced. It is practical for all types 
of finishing on metal, stone and com- 
position materials. This model “N” 
sander is smooth and trim in body 
design and weighs 104 lb. A built-in 
air filter protects the commutator and 
motor from abrasive dust and con- 
stant dirt. Exhaust ports are located 
to blow dust away from operator, to 
prevent clogging. The frame is of die 
cast aluminum. The unit comes 
equipped with a seven-inch flexible 
rubber pad, auxiliary handle, ten ft. 
of three-conductor cable with plug 
and three sanding discs. The sander 
is practical for repair work of all 
types and for intermittent production 
service. Primary buying officials to be 
contacted in introducing this product 
are purchasing agent, plant manager 
and superintendent.—Skilsaw, Inc., 
Chicago.— MILL SUPPLIES, February, 
1938. 


Low Speed Drill 





This 3-in. low speed ball bearing 
electric drill answers the need for a 
drill adapted to stainless steel, Monel 
and other very hard metals. The drill 


| helps solve the problem of burned bits 


and delayed production caused by high 
speed drills not suited to this group 
of metals. The 3-in. low speed drill 
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| EXPANSION 
‘BOLT CO. 


MARION, OHIO 


YOUR 
BEST MOVE 


START JOBBING ARRO 
EXPANSION BOLTS 
IN 1938 


@®This is the year, the month, 
the day to start jobbing ARRO 
EXPANSION and toggle bolts. 
Experimenting and testing have 
lead ARRO to build the finest 
expansion bolt to date. 

The ARRO LINE is a quality 
line. It has everything—deep 
precision threading, the best ma- 
terial, up-to-the-minute design 
and workmanship and a thick 
coat of Cadmium which protects 
it from rust and erosion, assur- 
ing prolonged life. 

Such fine quality plus jobbers’ 
protection makes the ARRO line 
ideal for the jobbing trade. 
Write for full particulars with 
special discount sheet. Remem- 
ber ARRO expansion bolts and 
allied products are sold only 
through the jobber. 


ARRO 


REG. US. PAT. OFF. 














""_AnnA I 
y (ARRO —_— 


EXPANSION 
BOLTS 


And Allied Products 
SOLD ONLY THROUGH JOBBERS 
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For ECONOMY 


* Easy to use — thrifty 
with both time and material — 


Gardiner Flux-Filled Solder 
cuts production costs and 
speeds up production. Yet — 


due to exclusive manufacturing 
methods —it is priced lower 
than even ordinary solder. 
Available in both acid and 


rosin core, in various alloys 
and core sizes .. . and gauges 
as small as 1/32 of an inch. 
Gardiner solid wire, bar, drop 
and pellet solders ... and bab- 
bitts of all grades . . . provide 
the same uniform high quality. 

















FOUND... 


in almost 
every plant 


Cap screws, set 
screws, coupling bolts, 
or studs are found on 
the purchasing requi- 
sitions of almost every 
plant. Distributors can 
develop this highly 
profitable business 
with OTTEMILLER Products. 


The OTTEMILLER line of 
milled screw machine parts 
is complete for practically 
all purposes, and it pro- 
vides such dependable 
quality that many plants 
have standardized on this 
one source. 


The steady, repeat charac- 
ter of this business makes 
it particularly interesting to 
distributors. OTTEMILLER 
gives 100 per cent distribu- 
tor service. 


The Wm. H. 


OTTEMILLER CO. 


YORK, PA. 


We also manufacture Dardelet Thread Screws 
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has a standard spindle of 450 r.p.m. 
A powerful Universal motor, operat- 
ing through a triple reduction gear 
train provides ample torque for the 
toughest steel-drilling applications. 
Armature and spindle are mounted on 
ball bearings. The unit is equipped 


with a keyless chuck and patented | 


gear locking pin, to facilitate 
the quick changing of drill bits. Over- 
all width is 14 in. The net weight is 
64 lb. It is furnished complete with 
3-conductor cable and plugs; keyless 
chuck and gear locking pins; 


in- 
stant release trigger switch with 
locking pin; and Universal motor 


operating on a.c. or d.c. The standard 
voltage is 110 volts, also available for 
32, 220 or 250 volts. This unit is also 
obtainable in special speeds of 350 or 
600 r.p.m. Primary buying officials to 
be contacted in introducing this new 
product are plant manager, superin- 
tendent, maintenance engineer, pur- 


chasing agent and tool room foreman. | 
—The Black & Decker Mfg. Co., Tow- | 
son, Md.—MILL Suppuies, January, | 


1938. 


Grip-Lock Bearing 










SOC EE 








B@WS«WiWY CF 


’, ‘ 


AS) 


The grip-lock principle offers the 


advantage of quick simple application | 


of the bearing without tools of any 
kind and insures the user of a bear- 
ing positively locked to the shaft. 
Essentially, the bearing is the con- 
ventional, self-aligning extended inner 


race bearing with an eccentric groove | 


machined in the bore of the inner race. 
Fitted in the eccentric groove is a 


piece of spring steel known as the | 


grip-lock shoe. When the shoe is in 
the deepest part of the eccentric 
groove the bearing may be readily 
slipped on the shaft. Then, by hold- 
ing the inner race of the bearing 
while the shaft turns in the direction 
of the operation, the knurling at the 
ends of the grip-lock shoe grips the 
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MORGAN VISES 


GIVE EXTRA VALUE AND 
MAKE SATISFIED CUSTOMERS 























STATIONARY JAW AND 
STATIONARY BASE 


The finest material and workmanship go into 
the manufacture of Morgan Vises. This has 
been our policy for the past thirty years and 
by this strict adherence to these high stand- 
ards we give you vises that have strength 
where strength is needed and perfect rigidity 
—in short, vises that are thoroughly dependa- 
ble. 


*xYour customers will appreciate and demand 
the reliability which Morgan Vises possess. 
Our line is complete for any requirement— 
Chucking, machinists’ Bench—Combination 
Pipe—Off-set—Solid nut continuous screw— 
quick action and many other types. It will 
be worth your while to investigate this good 
line. 


MORGAN VISE COMPANY 


108-112 N. Jefferson St. Chicago, Ill. 








(4S, TORCHES 





No. 32A QUART SIZE 
THE MECHANIC’S FAVORITE 
THREE GENERATIONS. 


OTHER C & L TORCHES 


No. 99 Pint Size—Midget Flame for 
small size copper tubing work. 


No. 252 Flat Pint Tool Kit Torch. 


No. 308 Quart Size—With sub-flame 
for extremely cold or windy weather. 


No. 325 Quart Size—For heavy duty. 
No. 225 Two Quart Size—Heavy duty 


burner. 


CLAYTON & LAMBERT 
DETROIT 


FOR 


MICHIGAN 




















WIREGRIP comes on processed cards that | 
prevent waste—every hook can be used. Pro- 
tects fingers. Applied with WIREGRIP Lacer 
or any other standard lacing 

machine. (Pat. app. for.) 





, | 
BELT “x | 
LACING 


STEELGRIP is a stronger lacing 
for all power and conveyor belts. 

Clinches smoothly into belt, compresses ends 
prevents fraying. 
8 sizes. 


2-piece hinged rocker pins. 
In boxes or long lengths. 


WRITE FOR CIRCULAR 


ARMSTRONG BRAY & CO. 


"The Belt Lacing People’’ 
310 N. Loomis St. Chicago, U. S. A. 








NUTS That Assure 
Low Cost Assembly 


Proof of a good bolt-and-nut buy comes in 
your customers’ assembly lines—an old truth 
to you canny buyers. That's where Triplex nuts 
add credit to your buying judgment. Semi- 


finished, C.P., and H.P., C. & T.—all of strictly 
specified steel toughtened for extra strength, 
full accurate threading to close tolerances, 
100% bearing surfaces for snug fit, all kinds 
and sizes—you find Triplex a worryless source 
of supply. Write now for samples and prices. 


The Triplex Screw Co. 


5307 Grant Ave., Cleveland, Ohio 


IPLEX 


Lv SET SCREWS, BOLTS AND NUTS 





Millions sold—Used in Every Industry. | 


shaft causing the shoe to wedge in 
the shallow part of the eccentric 
groove, thus securely locking the bear- 
ing on the shaft. These bearings 
may be used on various machines. 
The simplicity of assembly without 
necessity for shaft machining has re- 
sulted in their use in many locations 
where plain bearings are considered 
standard. Primary buying officials to 
be contacted in introducing this prod- 
uct are superintendent, maintenance 
engineer, purchasing agent, and fore- 
man.—SKF Industries, Inc., Philadel- 
phia, Pa.—MILL Suppuigs, January, 
1938. 


Winding Head 





A new winding head for popular 
small coils has recently been intro- 
duced. It is designed for making 
coils 13 in. by 4 in. minimum up to 
84 in. by 6 in. maximum. The head 
can also be mounted and used on the 
face plate of any lathe having a 12-in. 
swing or larger, or on any other 
turning devices. Sturdiness, extreme 
flexibility and ease of adjustment are 
incorporated in this newly designed 
coil winding head. The unit consists 
of a machined base for mounting on 
the base plate of a lathe or coil winder 
drive, with through cross arm to in- 
sure rapid and accurate setting. There 
are six bases on the spindles for coils. 
The open construction allows the oper- 
ator to wind all six coils in series 
thereby eliminating the necessity of 
soldering and taping joints, and gives 
him only two ends to join. Primary 
buying officials to be contacted in in- 
troducing this product are chief elec- 
trician, superintendent, purchasing 
agent, and plant manager.—Ideal 
Commutator Dresser Co., Sycamore, 
Ill.—MILL SupPtLigs, January, 1938. 


Drum Hand Truck 


The “Grab-It” drum truck is de- 
signed to provide easy transportation 
of regular 50-gallon standard I.C.C., 


drums weighing from 50 to 700 
pounds in factories, oil stations, 
stores and warehouses. The device 


automatically grabs the drum; tilting 
the handle raises the drum to trans- 
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Cannot work loose because 


they are cast on. 


No need of fussing and filing 
to make replacement jaws fit 
with Athol Vises because the 
steel jaws last as long as the 
vise, and that’s years. 


ELL ATHO L FO 
ATISFACTION 


























CESCO No. 


Approved By U. S. Bureau Of Mines 


90 


Here is a number that has won with the 
dealers because it has points that do a good 
share of the selling themselves. 


Its prime recommendation is ease of breathing, 
due to an unusually wide filtration area. It is 
also light, comfortable, durable and easily 
cleaned. 


CUSTOMERS 


like to be shown goods they have heard and 

read about. This is one of this class. We ad- 

vertise regularly in journals your customers 

read and there are many, doubtless, ready to 
id ap et'’s perate 





Write for Dealer Helps, Prices, Discounts. 


CHICAGO EYE SHIELD CO. 
2329 Warren Boulevard Chicago, Ill. 
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porting position, and automatically 


releases it at destination by tilting | | Lys Rics(bD 
the handle forward. The operator tilts : 
the truck, which is equipped with 


| roller bearing iron wheels, forward No. 65R Threader 


and moves it into an engaging posi- 


tion with the drum to be transported. Saves Time 
The grab members are curved suitably 
| and Bother 
+ e 
Changing Dies 
La 








2 
one VSAPLACE 10 STAND AND WE _ THE tary 


Trade Mark registered U. 8. Patent Office 





Point out to 
your customers 
that they’ve got 
more important 
things to do 
than changing 
dies to thread 
1”, 1%”, WA" 
and 2” pipe. 


It takes a little more effort than 
the lift of a finger, but it is as 
simple as that to use one of 


tHE FAMous ““ATLAS’’ 


MANUAL FREIGHT CAR MOVERS 





ble—all pipe, 
all threads. 
For in this re- 


Take time out to call your dis- markable tool, 


. ° the same set of 
tributor for a demonstration. at the forward ends, and move pivot-| dies threads all 4 sizes perfectly. Simply move 
; et ‘ setting post to size wanted. No extra dies to 

ally to adjust themselves to the|iug around, to worry about losing. 
Manufactured only by arcuate portions and contact with/| Slick work-holder, too—sets quickly to pipe 


' ize, tight i : 
the correspondingly curved surface of , “2% tahtens with one screw 


A P P L i T 0 N -A T L A S the container. With the grab mem- 0 ee ee ASS 


thousands by its — ge ge = hat cus- 

a a a7t — ., | tomer to try it— ikes the “feel” of it at 

CAR MOVER CORPORATION bers in this position, they will close once. A profitable tool to sell. Write at once 
in to grip firmly when the truck is| for complete information. 

2947 North 30th St., Milwaukee, Wis. tilted toward the operator, and due THE RIDGE TOOL CO., ELYRIA, O. 
to the ring in the container, will cause 

(Formerly—Appleton Car Mover Co., the object to be elevated, as shown | rPicsib 

Appleton, Wis.) in illustration. The user then can| 

j | transport the object while held in this | PIPE TOOLS 

position with ease, and upon deposit- 

ing it the truck can be moved freely | 


out of engagement by again tilting | 7 Titik 
the handle forward. Primary buying | 

















| officials to be contacted in introducing | DUMORE 
this product are purchasing agent, 

superintendent and plant manager.— > 

Wash Co., 720 Bowman Ave., Dan-| > 

ville, Ill—MiILt Suppuies, February, 

1938, 








Believe me, fellas, you're never lost for words 
when you sell Dumore lathe grinders. Start 
| talking on any point... speed, power, pre- 
cision, stamina . . . Dumores have what it 
takes to satisfy any shop. Yes, Sir, it’s a 
| mighty neat finished product when these 
plucky little tools are on the job. One prom- 

inent manufacturer who uses a_ battery of 

Trade them says: “We find our new Dumores in- 
crease our unit output per day about 15%.” 

Now, when a_ grinder will do 15% 


L it a r a t u r eo | more work, continuously, with top-notch ac- 
























}. 


ARBOR SPACERS 








| curacy, that’s real savings for any man’s 

Machine shops need De-Sta-Co shop. Fey soot profits for the scleamen who 

Snac . : sells them. earn more about this fast- 

Arbor Spacers when setting cutters moving Dumore line. Write today for our new 
on their Milling Machine arbors, 


brochure ‘“Dumore Cooperates,” Jimmy Du- 
and for other spacer uses. Save more, c/o Dumore Co., Racine, Wis. 


many times their original cost, and | P. S. This is a picture of the No. 7 “Giant” 


help to get the work out quicker. LEATHER LACES—A small folder | 224 Jts.11, quick-change quills. (AC-DC) % 
When your customer wants arbor and price list containing a description 
spacers, he wants them now—and of various types of cut lace leather, | 
he will appreciate the fact that 


you can supply him. and other small strip leather products | 
Moisture proof cellophane pack- has just been released. Specifications 
age for customers’ visible, pro- and prices are all included in price 
tected inventory. Packages contain list No. 107.—California Tanning 
25 spacers, assorted thicknesses, Co., 1905 Shenandoah Ave., St. Louis, 
retailing at $1.00. Attractive Mo 


profit to Dealer. 


Write for dealer proposition. 


SPRAY GUN—A folder containing 
complete instructions on the opera- 


DETROIT STAMPING CO | tion and maintenance of the new 


Thor model 7 spray gun has just been 





© ESTABLISHED 1st3S « 


3439 W.FORT ST. OETAOIT, MICH. | issued. The folder treats in detail 
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Write for your copy! 


DARNELL 
Caster & Wheel 


MANUAL 


A complete 192 
page manual that solves your customer's 
caster and wheel problems, and points 
the way to greater profits for you. 
Profusely illustrated 


Not a mere catalog. 


with descriptive 
diagrams! 


Darnell Corporation, Ltd. 
P. O. Box 4027-M, Station B 
Long Beach, California 


24 E. 22nd St. 36 N. Clinton 
NEW YORK, N. Y. CHICAGO, ILL. 


> Ba. in. 4. i, Ly, Li, Lp, 


for a BIGGER 
and mote 


PROFITABLE 


belting business 


Investigate Victor's complete 
line...a belt for every pur- 
pose...including those for 
the most special transmis- 
sion, conveying and eleva- 
ting requirements. 

Victor offers you the finest 
belts that modern equipment 
and fine workmanship can 
produce...plus the benefits 
of aggressive sales policies 
and guarantee of Victor's 
reputation for fair dealing. 


Write for Printed Matter 


BALATA & TEXTILE 
BELTING COMPANY 


VICTOR 


53 Park Place 
345 West Hubbard Street 
FACTORY: Easton 


New York 
Chicago 


Pennsylvania 





| in solving 





| indexed 

| . . . 

| printed on excellent stock, it is a 
a 


the most prevalent causes of spitting 
and pattern distortion and tells how 
to correct them. It gives valuable 
pointers on cleaning the precision ma- 
chined parts of the gun. It also shows 
how the Binks No. 538 oil and water 
extractor should be hooked up with 
the compressor to give best possible 
results. Large size illustrations of all 
important parts accompany the ex- 
planations and the salient features 
of both gun and extractor are further 
indicated in cut-away views. This set 
of instructions has been especially 
prepared for those who have felt 
that such information would aid them 


in using the Binks gun most effi- 
ciently. Copies are available to all 
who write to the company.—The 


Binks Mfg. Co., Chicago. 


WIRE MANUAL—“U. S. Royal 
Cords and Cables,” a new kind of 
illustrated wire manual designed to 
provide electrical engineers,  con- 
tractors, purchasing agents and others 
concerned with standard construction, 
with wire and cable data and specifi- 
cations, has been published. The man- 
ual not only provides readers with 
specific data on wire products, but 
determines, by means of twenty com- 
parative tests conducted with cord 
samples, the relative merits and out-| 
standing feature of each. These data) 
are of particular value, it is reported,| 
knotty installation} 
problems. Another new departure in| 
makeup is the use of line drawings} 
for all illustrations.—United States 
Rubber Products, Inc., New York City. 








CONTOUR incall atte 
among industrial publications is al 
new case record book, “25 Ways to 
Cut Machining Costs” recently pub- 
lished. The unusual feature of this 
book is that it is made up of actual 
reports describing both conventional| 
types of work and unusual jobs per-| 
formed by contour machining. fh ne 
ous action photographs and drawings| 
are included in the book, the text of} 
which consists of direct quotations| 
from users of contour sawing and 
filing, summaries of their comments} 
and editorial material appearing in| 
trade publications. The book consists| 
of 64 pages, more than 75 illustra-| 
tions and also contains data sheets, 
production charts and other pertinent} 
information of interest.—Continental 
Machine Specialties, Inc., Minneapolis,| 
Minn. 

SAFETY STEAM APPLIANCES- | 
Catalog No. 5000 contains complete} 
details on valves, gages, whistles, oil] 
cups, and other safety steam and} 
water appliances for power plants.) 
Over 100 pages, this catalog gives| 


| complete information on any product} 


this Thumb- 


reference and 


manufactures. 
easy 


firm 
for 
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quick 














CLEMENTS 
CADILLAC 


PORTABLE ELECTRIC 


LOWERS 


Known throughout industry as the old- 
est and most dependable Portable Elec- 
tric Blower made, it is in demand 
everywhere because of its reputation. 
Cleans motors, generators, switchboards 
converters, control boxes, etc., as well 
as all intricate machinery or equipment, 
Converts instantly into a Suction 
Cleaner or Sprayer. 

Here then, is a maintenance tool you 
can sell with confidence—at a minimum 
of sales effort. Write today for dis- 
tributor’s terms and free trial offer. 


CLEMENTS MFG. CO. 
6656 So. Narragansett Ave. 
CHICAGO, ILLINOIS 

















BALL BEARING 
LOOSE PULLEYS 


Hameat Thy 


SUPPLY QUALITY 
GIVE SERVICE 
MAKE PROFITABLE SALES 


@ Simple in construction — Bearings 
are dustproof—Save time in oiling— 
Save cost of lubricant—Save replace- 
ment costs. Sell these established 
pulleys — Make money — Build up a 
profitable pulley business—Write for 
catalog. 


CHICAGO PULLEY & 


SHAFTING CO. 


21 N. Des Plaines St CHICAGO, ILL 
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WE REPEAT 


Profitable 
to Distributors 


Sams WACO 


SAFETY Car Movers 


The head of the Car Mover is short, compact, and 
powerful. The weight is so distributed that the bal- 
ance is perfect .. . always right-side up without effort 
on the operator's part. The spurs are so placed that 
they grab the corners of the rail 
rather than the hard top surface. 


HEAVY DUTY 
TYPE 










531/> in. Light in weight, only 16 lbs., yet 
Selected powerful and rugged. 

White 

a SELL SWACO 


Safety Wrench & Appliance Co., Worcester, Mass. 











In every 


Here is YOUR 
MARKET: a 


firm you contact —there’s a 
ready market for WOOD'S 
DRIVES. 

Some of the largest and finest installations in 
the country are WOOD'S V-BELT DRIVES; 


V-BELT 


WOOD'S distributors cashed in on them Just 
as you easily can if you're sharing in WOOD'S 
liberal profit plan. 


And, you can participate. 

Some good territory, still 

open, for live-wire rep- 

resentation. All details 
upon request. 





- 
CHAMBERSBURG, PA. 50 Church St., New York—387-391 Atlantic Ave., Boston 
MEMBER: Power Transmission Council 


T. B. WOOD'S SONS CO. 
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trade publication that should find 
wide application—J. EF. Lonergan 
Co., Philadelphia. 


INDUSTRIAL COMPRESSORS— 
A new bulletin on small industrial 
compressors and vacuum pumps has 
been recently issued by the manufac- 
turer on their “Type 30” line, which 
ranges in size from 3 to 15 hp. The 
bulletin, No. 2118, gives complete 
rating tables of more than fifty mod- 
els in this classification, including 
their physical dimensions and _ ship- 
ping weights as well as their capaci- 
ties, pressures, and rated horsepow- 
ers. Copies of the bulletin are avail- 
able. Ingersoll-Rand Co., 11 Broad- 
way, New York City. 


RIGGERS’ HANDBOOK —In this 
56-page book are shown the latest 
developments in wire rope _ slings, 
how to make various types of splices, 
the selection of guy lines, working 
load tables and descriptions of the 
firm’s wire rope and fittings. All 
necessary dimensions of fittings are 
given, as well as the working loads 
under which the slings may be used 
safely. In order to get the maximum 
benefit from the catalog, instruction 
in the correct designation of sizes 
and lengths of slings are shown to- 
gether with the proper specifications 
of fittings—Broderick & Bascom 
Rope Co., St. Louis, Mo. 


AUGER BIT SALES MANUAL— 
A pocket-sized booklet called, “A 
Manual to Help You in Selling Auger 
Bits” has been prepared for distribu- 
tors’ salesmen and contains informa- 
tion about the mechanical features of 
auger bits and how to select the type 
best suited for different purposes. 
Its purpose is educational and it is 
designed to familiarize salesmen with 
auger bit facts that will enable them 
to be of more service to the public.— 
The Irwin Auger Bit Co., Wilmington 
Ohio. 


ROLLER BEARINGS—A new gen- 
eral catalog, No. 14, carries the com- 
plete line of products manufactured 
by this company. In the 74 pages of 
this comprehensive publication ll 
types of information can be found. A 
section of engineering data gives facts 
and figures on bearings from A to Z. 
Typical applications of various types 
of bearings are discussed with cut- 
away drawings to illustrate principles 
of operation. The many types of bear- 
ings, collars, flange units, pillow 
blocks, ball and roller bearing units 
are well described and pictured. Com- 
plete specifications and dimensions 
are given for all models and types.— 
Shafer Bearing Corp., Chicago. 


HEAVY-DUTY EXCAVATOR—A 
new model excavator designed for 
heavy-duty work is described in detail 
in bulletin X-31 just issued by this 








The 
Lonergan 


Line 





Dependable as Time! 


For 65 years the Lonergan 
name has been identified 
with the successful manu- 
facture of power plant 
specialties—dependability 
throughout the years. 
Today there are highly 
profitable possibilities 
with the LONERGAN LINE 
anywhere in the Nation. 
You are wise in rec- 
ommending Loner- 
gan Pop Safety and 
Relief Valves, 
Gauges and other 
Specialties, for they 
have withstood the 
test of time. 
Write for Catalog, 


prices and complete 
information. 





Mode oO Es — JOO SECIS for 
Pressure Gauges POWER PLANTS 


Standard Since 1872 


J. E. LONERGAN CO. 


213 RA€E ST 


PHILADELPHIA, PA 








THE FINEST OILER 


for . 


EASY OILING 


The Eagle Improved 
Pump Oiler embodies 
the best features that 








can be built into an 
oiler. Pump is hy- 
draulic type with a 


brass plunger that is 
machined, ground and 
accurately fitted, mak-! 
ing the oiler suitable 
for any oil that will 
flow. Finish is copper 
plated. Welded steel spouts are 
interchangeable and detachable. 
Brass couplings have machine cut 
threads. Ball valves assure per- 
fect performance. No pump 
leathers are used. Easy to oper- 
ate..... Easy to clean. Available 
in *%4 pint, one pint and 2 pint 
capacities. Quality materials and 
expert workmanship identify the 
Eagle line. Distributors: Write 
for particulars. 





EAGLE MANUFACTURING Co. 
Wellsburg West Virginia 











| firm. The use of alloy steels and are- 


welding is emphasized in this ten- 
page, two color bulletin that describes 
and pictures the operating features of 
the excavator.—Harnischfeger Corp., 
Milwaukee, Wis. 


INDUSTRIAL RUBBER PROD- 


| UCTS—This 47-page book has been 


| given, 


| elevator 


| applications of air power to supersede | 


in preparation for two years and the 
book is well developed and a credit to 


the manufacturer. Printed on fine 
paper in four colors, a complete 


description of each rubber product is 
with illustrations, specifica- 
tions and ordering data. All types of 
transmission belting, conveyor belting, 


belting, air, steam, water 
and various types of hose, rubber 
covered roils, packings, gaskets, 


molded products and rubber special- 
ties are given interesting treatment 
in this piece of trade literature.— 
The Cincinnati Rubber Mfg. Co., Cin- 
cinnati, Ohio. 


AIR POWER APPLICATIONS-— 
A new 28-page booklet giving sum- 
maries by industries of practical 


| hand labor and hand equipment has 
| just been published. The booklet is 


offered free to anyone interested.— 
Curtis Pneumatic Machinery Co., 
1928 Kienlon Ave., St. Louis, Mo. 


GRINDERS—A bright two-color 
circular showing off-hand and lathe 


grinders with complete dimensions and | 
| specifications was recently turned out | 


| by this firm. It makes an attractive 


| information 


envelope stuffer and contains all the 
necessary for each 


grinder’ illustrated.— The Dumore 


| Co., Racine, Wis. 


| BRINELL METER—A small folder | 
| has just been 
describing a portable Brinell meter. | 


issued to the 
Principle of operation is fully told 
together with illustrations of the 
complete outfit and carrying case. 
Louis C. Eitzen Co., 280 Broadway, 
New York City. 





BELT LACING—A new bulletin, No. 
728, on steel belt lacing products has 


| recently been completed for distribu- 


tion. This bulletin contains applica- 
tion information regarding the vari- 
ous styles and sizes available, and 
lists the prices applying.—The Bris- 
tol Co., Waterbury, Conn. 


WIRE CONVEYOR BELTS—A new 
8-page bulletin on Monel metal woven 


| wire conveyor belts lists the advan- 


| jllustrations 


tages of Monel metal. The booklet is 
done attractively in two colors. Some 
show typical installa- 
tions. Other pictures show the various 
belt constructions which are also fully 
described. — The Cambridge Wire 
Cloth Co., Cambridge, Md. 


. 
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*§ Your customers will like Sherman Air % 
# Nozzles because of their air economy, & 
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# Descriptive circulars and further details will & 
gladly be sent on request. + 
7-7 +2 
% H. B. SHERMAN MFG. CO. + 
~ x 
+ BATTLE CREEK, MICH. + 
“ 


° 
o 
> 
° 
- 
“7 


Pactoctect Poste tectecte teste Pectectectectast, 
a ee he a he a aE KEKE 


b3 

3, 
a 
a 
*, 

a 

& 


¢ 
« 
« 
* 





Harris Floats 
from STOCK 


Orders for Floats can be 
filled quickly from our large 
stock of Copper Ball Floats, 
from 4” to 12” diameter, for 
open tank and 25, 50, 100 
and 150 Ibs. pressure. Always 
specify pressure and spud 
connection when ordering. 


HARRIS FLOATS 


include every type of metal 
float for power and industrial 
use. They may be had in 
copper, steel, stainless. steel, 
aluminum, Monel metal, 
nickel, tin and galvanized 
iron. Harris Floats are 
standard equipment’ with 


many leading manufacturers. 
List Harris 
Industrial Products 
in your catalog 




















ARTHUR HARRIS & CO. 
210-218 N. Aberdeen St. (Formerly Curtis) 
Chicago, II. 
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GRINDING 
WHEEL 
DRESSER 
CUTTERS 


Give 
What Your 


Customers 


Want... 


ECONOMICAL 
PERFORMANCE 


* Your customers want the 
best for their money . 
give them Vincent-Hunting- 
ton Grinding Wheel Dresser 
Cutters. They are low in 
first cost, of uniform high 
quality, and give long, 
trouble-free service. This 
means solid, reliable sales 
with profit for you. 


Vincent-Huntington Cutters 
are made from special anal- 
ysis steel milled — not 
stamped and heat treated to 
the proper degree of hard- 
ness by our ex- 
clusive ‘‘Vincent 
Process.’’ They 
are never ‘‘too 
hard’’ nor ‘‘too 
soft.” Have you 


; | 
1 Oa 

our handy catalog 4 
sheets? 4, Aas 


THE 
VINCENT STEEL 
PROCESS CO. 


2434 Bellevue Ave. 
DETROIT, MICH. 
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